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a Money for Shoes 
mw Your lown? 


T ve purchase of shoes comes out of wage en- town next Fall when the new season is opened? 





velopes and not out of speculative earnings. The August is one of the important months for merchants 
backlog of shoe selling in this country is the to read and study those broad influences that affect 
weekly wage envelope, out of which come the items their businesses. The merchant in August is looking 
of minor apparel, hosiery, shoes, etc. The major items two ways. One look is at his old stock on the shelves 
of apparel, like fur coats, etc., have swung into the and its movement out of the store, even without 
installment class, but by and large the country over a_ profit, provided he can get both the manufacturer’s 
pair of hose and a pair of shoes per month, more or cost and the cost of handling. He is very fortunate if 
less, is paid for with the money in the hand and very he can move his shoes at a price that will cover both. 
close to the day on which your customers have received While he is getting rid of the old, he is looking for- 
their pay. ward to the new. The reception of the new shoes ne- 
All over the country there is to be noted an increase cessitates planning his windows, his advertising, his 
in payroll earnings. The road to wealth is through store policy and, most of all, an explanation to his sales 
work. The speculative period is diminishing. Stocks staff as to the peculiar features and particular values 


and bonds and their purchase have very little to do 


with the weekly money that 
passes in the transaction com- 
pleted over the fitting stool. 

A keen economist has reasoned 
out that “speculative madness” in 
the stock market diverts time, 
energy and money to seeking 
easy roads to wealth, and at the 
same time a rise of speculation 
and.total of brokers’ loans brings 
about a decline. As one steps up, 
the other steps down. Now we 
are seeing the reverse of that pic- 
ture. As stock speculation and 
brokers’ loans step down, the 
wage envelope begins to step up. 

So it profits every shoe man to 
watch the income per worker in 
his community to get the real 
guide to the progress and pros- 
perity of his store. How much 
shoe money will there be in your 


The public dollar is being split into an 
increasingly large number of parts lar room is always engaged for 


of his new purchases. The more the merchant tells, 
the more the clerk knows about 
the new goods. 

August, therefore, is the great 
month for combining the activi- 
ties of giving the public the most 
for the money in intrinsic value, 
and in planning the coming sea- 
son, when the most for the money 
combines style smartness, which 
carries its own fashion valuation 
plus the value of the shoes them- 
selves and the cost of the service 
in selling them. 

Of prime importance now is the 
consideration of two factors. The 
first one is, on the new shoes, how 
high is up; and on the old shoes, 
how low is down. 

“How high is up?” Hotels have 
a way of quoting room rates as 
“Two dollars up.” The two dol- 
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its ordinary use—storage of linen. But the “up” rooms 
are usually available at “up” prices. 

Some shoe stores have fallen into the hotel habit of 
quoting prices. Every little while you see an adver- 
tisement that says: “Ten Dollars Up” or “Twelve Dol- 
lars Up.” 

Sometimes, it seems to the man on the side lines, 
that the shoe trade inclines to be altitudinous in its ten- 
dencies. Many stores have, evidently, forgotten the 
“masses,” as the politicians love to term that vast 
majority of people. A store offers a shoe for $16.85 
that “formerly sold up to $36.50.” Has it not forgotten 
that millions of women cannot consider even ten dollar 
prices? The average woman’s mind gets a picture of 
a high price store when she reads an announcement 
like that. She knows her buying limitations. She 
passes up that store and seeks one that has shoes at 
her price. And, all the while, that “up” store may 
have plenty of shoes with a lower price range. 

But this tendency toward “high hat” and uppishness 
in prices spreads and graws until too many stores get 
the very bad habit. 

Here is a typical case: An elderly lady saw some 
shoes in a window that she liked. There was no price 
ticket to intimate to her what they might cost but she 
took a chance and went in. A clerk, not a salesman, 
tried on her feet several different styles. When the price 
was asked, the clerk said in the manner of a grand 
duke: “Oh, only $18.” She hurriedly gathered her 
belongings, purse, shopping bag, parasol, etc., and pre- 
pared to get out of there. But the proprietor, who had 
been watching the proceedings, took over the customer 
and fitted her satisfactorily with ten dollar shoes. 

That clerk had an “Up” mind and he came very near 
losing an excellent ten dollar customer for the store. 

How many women are there in your town? How 
many of them want shoes at “$16.50 up?” Get the 
answer to that and you have the key to success. 

There is a middle ground. It is the common level 
from whence comes volume. The quicker you find it in 
your town, the quicker you will begin to make money 
on “shoes sold right.” 
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“How Low Is Down?” When a shoe is “Marke 
Down,” people have several mental reactions toward jt 
To some of them the shoe may seem to have beep 
marked too high in the first place. To others, it jg 
“only another one of those sales.” But the shrew¢, 
canny shopper person at once asks: “What’s wrong 
with it?” 

The canny shopper says to herself: “Now that sho 
was never worth all of $16.50, else they would not be 
willing to sell it at $7.85. What is the real price. any. 
how? A $16.50 shoe marked down to about $12.59 
would suit my idea of quality much better.” 

The doubtful, suspicious woman who may have had 
a bad experience with mark-down shoes says: “Oh, 
just another one of those sales.” 

Is it not a fine situation for a great industry? 
people begin to doubt the printed statement, we | 
value of our greatest selling asset—advertising 

Really, I believe that the public would be more 
ably impressed with a statement like this: 

“Owing to increases in the cost of materials. this 
shoe is marked up.” 

One of the smartest women I know said the other 
day: “I am willing to pay ten dollars for a good shoe, 
but I do not think any shoe is worth much more than 
that—or much less. I know that good things cos! good 
money, but I also know that an extreme high price does 
not always mean extreme high value.” 

The greatest danger to the shoe trade is loss of pub- 
lic confidence. When the masses begin to wonder, then 
to doubt, and finally to disbelieve, then the shoe busi- 
ness has reached sad straits. 

Quit this markdown folly and merchandise your 
stocks as you used to do. Quit this comparative price 
idiocy and clean your stocks in a sane and business-like 
manner. Twice-a-year sales are necessary and |legiti- 
mate. But for the love of business, don’t keep on in- 
sulting intelligence by circus side-show hokum. 

“Shoes marked down from $36.50 to $14.85.” 

What a travesty! Who believes it? Not even the 
man who bought the Woolworth tower from a sharper 
for $100. 
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hows a 48-feot wall section in Fantle Bros. shoe department. The cartons are racked six feet high. The smaller 
display cases are two and one-half feet in height 


ut the Wall to Work 


Intelligently Planned Inexpensive Interior Display Ideas 
Like This Can be Made to Sell as Many 
Shoes as Your Windows 


CATO 





This « 



















By Harry R. Terhune 








/ Mn merchants make the mistake of putting all their display effort into the windows. But look at it, for a 


moment, from the viewpoint of the customer who, having been lured into the store by a shoe in the window, 


{ is confronted by nothing in the way of interior display. Isn’t there apt to be an unfavorable reaction? And, fur- 


thermore, if a customer is not waited on immediately, good interior display may tempt her to buy not only the shoe 
seen in the window, but another one seen in the store. Many multiple sales have been traced to the teamwork of win- 
dow and interior display. 














HILE the following is from the department store 

angle, there is considerable meat here for the 

regular shoes stores. Department stores as a 
rule beat the shoe stores forty ways when it comes to 
thinking up and having striking interior displays. 

Fantle Bros., in Sioux Falls, S. D., have a fine de- 
partment store and a beautiful shoe section, which is 
Managed by William P. Hogan. The arrangement of 
the interior display is ‘so good, particularly those of 
the shoes, that prospective shoe buyers invariably make 
their style selections from the interior shoe display 
rather than from the windows. 

Mr. Hogan tells me: 

“The proportioning of window display for a depart- 
ment store of considerable size is a task in itself. 
Thousands of items and dozens of departments demand 
window display to help sell the merchandise in their 
respective departments. This problem has been solved 





by us in our spacious new street floor shoe section by 
building show windows, so to speak, right in our de- 
partment. These are constantly being used by pros- 
pective buyers. 

“These inside windows are always well lighted and 
attractively trimmed with displays in keeping with the 
times. Evening slippers, street shoes, sport footwear and 
boudoir footwear are grouped in the various sections. 

“Another decided advantage in a display of this kind 
is that the customer, while sitting in the shoe depart- 
ment, may choose a shoe which meets her fancy from 
this display. This often does away with the necessity 
for taking so many styles from the shelves. 

“Shoes of quality are carried here, ranging from 
$8.50 to $13.50. In spite of the fact that there is much 
competition and so many low priced novelty shoes sold 
in town, those women who appreciate fine fitting and 
quality shoes are regular patrons.” 
























Diagonal Lines 
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F you want to understand the job that Tim Tracey 

tackled, look at the map above. Tim’s location was 

right in the center of the bull’s-eye and the circles 
represent radii of 25, 50 and 75 miles respectively. The 
trading centers indicated by the large black circles are 
cities of 100,000 or more; the little black circles repre- 
sent cities of 50,000 or less. The irregular checker- 
board spaces indicate the natural trade area for each of 
these shopping centers. The figures above indicate the 
size of the city and the figures below indicate the total 
number of people in each trade area. 

The experience of twenty years had shown the city’s 
merchants that their trade area was sharply defined, 
and they thought they might just as well content them- 
selves with fighting each other for a larger percentage 
of the business of the 280,000 people it contained. 

Théy really had quite a job keeping the patronage of 
their people at home because other trading centers were 
close; high-speed interurban trolley lines connected all 
of them; and the whole area was criss-crossed with fine 
motor roads, so shoppers responded with more or less 
frequency to the impulse to visit one of the neighboring 
cities, see a show and do their buying. Tim’s city was 
peculiar in that it was one of those places that people 
go from and through, but seldom to, because it lacked 
the smartness that some of its neighbors enjoyed. 

“Look here,” said Tim to the general manager after 
he had studied the problem for two weeks, “we’re really 
getting a trifle more than our share of local business 
and I don’t see but that we are getting a little more 
than our share of the business out of our immediate 
trade area. We’ve got to dig up a new crop of cus- 
tomers somewhere.” 


HE G. M. smiled one of those smug smiles of the 
chap who always says “I told you so,” because the 
idea of a promotion manager had originated with the 


sonal affront when Tim had been thrust upon him. 

“Where do you propose to get them?” challenged the 
august personage. 

“Out of here,” replied Tim as he swooped his hand 
around the fifty-mile radius. 

For the next ten days, the promotion manager was 
perpetually out. He toured the country—slowly. He 
talked to bankers in the neighboing villages and cities. 
He talked to newspaper men-and he talked to farmers— 
scores of them. Tim got close to his people. When he 
came’ back to the office, he had a bundle of carefully 
checked telephone books, city and village directories, 
and sheet after sheet with names written on them. 
He pounced upon the credit manager. “Look here. 
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directors and the G. M. had taken it as a special, per- 
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- 
I’ve been out and personally checked the credit standing 
of every one of these people. Re-check them if you want 
to and then let me have the list. I’m going to send 
them an invitation to trade here and I’m going to tell 
them that we have already opened an account for them. 
That applies to all those names checked in blue. 

“These names checked in red are good people and 
I’m going to cover them with an invitation to trade 
here by mail or phone and let us send their purchases 
C.0.D. All told, I’ve collected about 12,000 names rep- 
resenting about 50,000 people, and I’ll know within a 
week after you check those blue names whether we are 
going to have a nice volume of business from people 
we’ve never sold before.” 

The credit manager looked over the tops of his glasses 
and registered disapproval. “It has never been our 
policy, young man, to invite people wholesale to open 
charge accounts with us.” 

“It’s going to be our policy now for this one whirl, 
anyway,” retorted the “young upstart,” and quick exit 
saved further discussion. 


ITH lists finally in hand, Tim ordered 12,000 re- 
prints of a double truck newspaper display an- 
nouncing the firm’s regular seasonal sale. He rushed 
through two form letters, personally addressed in each 
instance. One letter covered the “blue’”’ list, telling the 
prospect that he could order by mail and that a charge 
account had already been opened. The letter invited him 
to make free use of it, and it promised free delivery. 
The other letter was along the same general lines ex- 
cept that it stated that the store would gladly deliver 
any selected merchandise, deliver it free to the door, 
and that payment could be made to the driver just as 
conveniently as to a salesperson behind the counter, 
which was an adroit and graceful way of saying C.O.D. 
In these days of sales resistance and keen competi- 
tion, it would be enough to say that results were satis- 
factory, but in this instance that wouldn’t begin to 
picture the results. After the ad came the deluge! | 
walked into Tim’s office the second day of the receipt 
orders. I never saw such a mess. 

Tim and five girls, at hastily installed kitchen tables, 
were opening mail. Unopened mail was piled into waste 
baskets, shipping cartons and boxes. These containers 
were all over the floor, stacked against the walls, and 
the overflow was lined up along the wall in the corridor. 

“Checks!” exclaimed the jubilant Tim. “Checxs 
every one of them,” he repeated gleefully, pounding 4 
stack of letters about a foot high on the corner o! his 
table. “And more to come!” he added. “These are 
C.O.D.’s,” he explained, pointing to another pie on 
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another table. ‘And look at the new charge accounts!” 
he exploded, as he jumped up to pound another pile. 
“Strewth! You’d think these folks hadn’t had a chance 
to buy anything for a year.” 

After a few weeks I called on Tim again. A new 
man was in Tim’s old office, and when I asked for Mr. 
Tracey he piloted me down the corridor to a ponderous 
place with a reception office, reception clerk and a sign 
GENERAL MANAGER over the door. Tim was back 
of a big desk in a private office. 

My congratulations were hearty, and special interest 
lay back of my inquiry as to the state of business. 
Tim’s reply gave me details. 

His campaign had opened 300 new charge accounts, 
and practically every name represented a solid, sub- 
stantial, prosperous farmer. Eighty per cent of these 
names belonged to the people outside of the old trade 
area. C.O.D. business had been so skillfully handled 
that delivery trucks were operating on five new routes 
into what Tim calls “enemy territory.” 

In the second office from his he showed me two girls 
whose sole job is to 
take and see to the 
filing of orders from 
“out in the field.” 
Tim hit upon the 
bright idea of telling 
his prospects in the 
outlying territory to 
phone their orders if 
it was more  con- 
venient than writing 
and to reverse the 
charges! 

That was when the 
old general manager 
lost his job. He said 
the telephone bills 
would be enormous, 
and Tim stoutly 
maintained that it 
cost no more to take 
orders over the phone 
and pay for the calls 
than it did to main- 
tain floor space, coun- 
ter space and sales 
service on the floor. 
The experiment so far 
indicates that it costs 
less. The girls “out- 
sell” their contempo- 
raries on the floor. 

Tim took me back 
to his old office and 






































footwear. 








AULA 
STUNT WINDOW SELLS SHOES 





The Smith, Bridgman Co., of Flint, Mich., has the reputation of 
doing the largest women’s shoe business per square foot in the 
United States, under the guidance of Buyer M. F. Robertson. 
Unique window trims have helped a lot, as witness this one in- 
stalled recently during a week when all merchants displayed Flint- 
made products in their window. Mr. Robertson picked a Buick 
sport roadster and built around it a display of Queen Quality 


The hat and dress on the live model were in harmony 
with the shoes 
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r|Afield? Who Knows? 


Here’s A Man Who Found It Easy to Increase 
Volume by Enlarging the Trade 
Area of His Store 


showed me a regular mail-order house layout. There 
were return envelopes, order blanks for customers to 
fill in, home foot-sizers, and all the other necessary 
equipment. The lists were marvels. They were classi- 
fied as to urban and rural prospects, and when I left 
they were just going to work to classify them as to age 
groups. 

“Now here’s something that will surprise you,” Tim 
volunteered. “We have very few more customers com- 
ing into the store than we ever had. -We’ve made sev- 
eral attempts to get a larger volume of business out of 
the city itself, but so far I haven’t found any way of 
making them respond. For all ordinary footwear, our 
farmer friends are satisfied to use the mails. Some- 
times they telephone us. We send anything they want 
on approval and maintain our own delivery system 
throughout most of this territory. 

“True, our exchanges on this out-of-the-city trade 
run about double what they do on merchandise that is 
personally selected, but what of it? That doesn’t make 
the cost at all burdensome, and we find that when a cus- 
tomer sends footwear 
back because we sent 
the wrong pair, or be- 
cause what they 
chose wasn’t quite 
what they wanted, 
they generally give 
our driver a verbal 
order for something 
else to be delivered 
when he returns the 
exchange. 

“And the letters we 
get! You’d be sur- 
prised to see how 
people are pleased 
with this new ser- 
vice. We are making 
deliveries now within 
ten miles of the store 
of our biggest com- 
petitor in the biggest 
city in this part of 
the country, and 
that’s almost 75 miles 
from where we are 
sitting. At the rate 
we're going now, 
we'll do fifty thou- 
sand dollars’ worth of 
new business this 
year, and the extra 
personnel and cost is 
almost negligible. 
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Getting More Shoes Sold Right 


Less ‘‘Distress Merchandise”’ 


ROM this time forth expect a decline in what 

has been generally termed—‘“distress mer- 
chandise.” In the past few years there have been 
entirely too many shoes made up without positive 
order, subject to cancellation and bargain basement 
dumping. The day of the shoddy shoe should be 
brought to an end. Such practices as these have 
got to stop. 

A merchant buys from sample a smart pattern 
and expects to get soles and uppers comparable 
with that sample. When the fifty cases arrive he 
finds that there is very little of substance in the 
shoes, other than a skeleton. While correspondence 
for the return of the shoes is going on he happens 
to drop into a low grade jobbing house and finds 
the same shoe offered for sale at 70 cents a pair 
less (and at that the shoe carries a jobber’s profit). 
He needed the shoes, but they went back to in- 
crease the flood of distress goods. Ultimately those 
shoes go to people who can least afford to buy them 
for the cheaper shoes are subject to the hardest 
usage. 

Shoes that are made up in some kitchen factory 
in six days are termed “pay-roll shoes.” The 
money is needed before the shipment is made. As 
the money market tightens these sources of supply 
must do one of two things: build shoes below cost 
and ultimately fail when leather and supply credit 
cease, or, depend upon fraudulent sources for fu- 
ture material. 

One of the healthiest things that can happen to a 
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market. The hopeful sign in that direction is the 
increasing number of bargain basements that are 
purchasing regular goods, in regular sizes and 
widths and asking a fair profit thereon. 


**Want to Know” 


ITHIN the United States there are 40,001,000 

people having an education the equivalent of 
a high school or better. This great proportion of 
educated men and women are beginning to exert a 
tremendous influence on methods and practices of 
business. 

Education brings about an appreciation of qual- 
ity. The ability to compare values increases with 
the rate of intelligence of the people. We are just 
at the beginning of a new period whereii: the 
public knowledge of the place and purpose and 
price of footwear will prove to be a strong influence 
in grading up the industry. 

A corresponding increase in the intelligence of 
business itself is becoming apparent. It is a very 
significant thing that 175 business men, from ll in- 
dustries, and from all parts of the United Siates, 
have enrolled at the Harvard Graduate School of 
Business Administration for a six weeks’ inten- 
sive course. The majority of these men, above 
forty years of age, are going to school for what 
purpose? They are pioneers in the belief that 
business is an exacting profession. They are 
tackling a six weeks’ course with the equivalent 
of twelve hours a day at study, for the purpose of 
knowing a little bit more than the average business 
man about the modern functioning of business. 

One of the significant indexes of progress in our 
industry, as evidenced by happenings in July has 
been the number of shoe men groping for informa- 
tion, who have, with a serious mind, studied mar- 
ket conditions, merchandising plans and those aids 
to business that only travel and contact can give. 

Hunch and luck play a smaller part in success 
in the shoe business. The problem that is facing 
all industry is a scientific elimination of wastes, 
intelligent service to the public and accurate busi- 
ness methods in the accounting department. 

We are happy to be a modest factor in the in- 
crease of merchant knowledge of those principles 
of business that help to increase the profit and pres- 
tige of the store, for from that outpost of service 
comes all of the profits of industry. 


Men’s Feet Win 


EN years ago the twenty-five cent toe was 4 

national favorite in men’s footwear. The 
pointed toe was a typical American style feature, 
and the world over Americans were spotted by their 
shoes. 
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trade is a correction of the distress merchandise 
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Whether it was because of the war, or foot free- 
dom which followed, toes began to spread. 

The men’s shoe industry has tried everything in 
toe widths and has practically settled down, in 
young men’s shoes, to the dollar bill toe. 
French lasts have broadened at the ball, and despite 
recommendations to the contrary, the broad toe is 
here for a long run in young men’s footwear. 

This year it is national in its salability. Even 
in the Eastern stronghold of the more curved and 
shapely forepart, the young men’s trade insists 
upon the broad fronts. 
ment of fitting values, however, because the young 
fellow with the size nine A foot, has tried his seven 
D and found it misfitted, and is now calling for a 
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Even 


dangerously high level. 


There has been a refine- 


business today. 


range of widths and correct fitting. 


Pressure Politics 


Is ATCH out for pressure politics. 

and manufacturers are subject to a most 
malicious germ, which has its origin in the racket 
system developed in Chicago. 


there in almost every 
line have been assailed 
by semi-criminal graft 
methods. For example, 
the business house is 
asked to subscribe to a 
souvenir program 
which is a testimoniai 
for something or other. 
The charge per page is 
$1000: Unless the 
$1000 is paid, the 
“racket begins.” Em- 
ployees are intimidated, 
and even dynamite is 
used as final pressure. 
It’s a gangster game 
in the beginning. Sev- 
eral milder forms of 
pressure are applied in 
other cases, viz.: A 
business house is al- 
lotted 1000 dance tick- 
ets, and must buy, and 
so on, graft multiplying 
with every racket. 
Membership in an as- 
sociation is made ob- 
ligatory by the pressure 
system, indicating that 
if you don’t join you 
will not enjoy business 
from the controlled 
sources. Beware of 
anything that has pres- 
sure behind it. The in- 
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dependent merchant and manufacturer should be 
strong enough to run his business as he wants to. 

' Allow nothing to force you into an action that 
you do not approve. This is a time for positive inde- 
pendence of action. The increase of petty expendi- 
tures in all businesses for items that have no bear- 
ing on the conduct of that business is reaching a 


The economical conduct of a business never was 
more important than right now, and every dollar 
is needed for mercantile operation and for the 
building up of reserves against future needs. It 
is the dribble here, and dribble there, of the dollars 
uselessly spent that make up the greatest waste in 


No “Robots” Needed 


Merchants 


Business houses 


. | 
The ‘Reason Why 


THE KENNEDY COMPANY 


Boston, Mass. 
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It is with a great deal of pleasure that I inclose 
check covering two years’ subscription to your 
esteemed publication. I have taken the Boot AND 
SHoe Recorper for the past 20 years and found it 
to be of great benefit to me. Your Shoe Salesmen’s 
Section has been making great progress, and I feel 
that every shoe salesman, buyer, and proprietor 
should read that section, as it is full of good sugges- 


tions. 











Yours very truly, 
THE KENNEDY COMPANY 
(Signed) Marcus W. McWeeny 
* * # 

Everybody connected with the shoe business 
knows that new and vital problems of buying and 
selling are arising each week. 

The Boot AND SHOE REcoRDER, with its staff of 
experts, is helping merchants to solve these 


problems. 
Mr. McWeeny is a buyer who realizes the neces- 


sity of keeping posted on up-to-date ways and 
means as offered by the RECORDER. 


Foeck 6 Te 


President 
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OTHING can take the place of intelligent 
salesmen and women in shoe stores, even 

though a corporation has been organized in New 
York to develop artificial Robots who will me- 
chanically make a sale, take the cash and say 


“thank you.” When we 
first saw the news item 
in the paper that such 
an invention was being 
attempted by a chain 
store association, we 
came to a speedy con- 
clusion that slot ma- 
chine practice might be 
developed with ciga- 
rettes and package 
goods, but certainly not 
with shoes. 

There is no question 
but that we are in a 
mechanical age, but 
why make merchandis- 
ing any more mechani- 
cal than it now is? In- 
telligence at retail is 
difficult to get at the 
low wage paid. In 
some lines of merchan- 
dising, the wage of 
twelve to eighteen dol- 
lars a week would indi- 
cate a mental capacity 
not much greater than 
passing the goods 
across the counter. 

In the shoe business, 
a higher degree of in- 
telligence is needed and 
a higher rate of recom- 
pense for the retail 
salesman. 
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Small Store 





Which Many Printers Already Have and 
Which Any Printer Can Get 







town merchant can compete with the Big city mer- you the ones shown here. 


















naments open to your selection that are equally effec- 
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Beautiful Ads for the 


Give Them That Metropolitan Air by Using Type Ornaments 


August 4, 1993 


N these pages is shown actual proof that the small tive. And your local printer may be willing to buy for 


chant in the making of advertisements that appeal In the advertisement with the caption “The Shoe 

to the imagination of folk who have become used to This Season,” for the border there is used two parallel 
beauty in all that they see and buy. Given a cut of his 2-point rules with a 6-point ornament set midway of 
shoes, the merchant is here shown just how to put to- the length of the border as made up by the parallel 
gether in an attractive layout the type, borders and rules. The line below the shoe illustration is a 1-point 
ornaments that are to be found in any newspaper office. rule with the second rule running parallel with about 
The result of using type is seen here to be as effective a 3-point space between them. For the border parallel 
as many of the more costly advertisements used by big rules may be used all around with the 6-point orna- 
advertisers. ment set midway between on all four sides, or the 
In all of these advertisements, standard type orna- foregoing can be used on the sides only and just a 
ments are used that were designed by Teague, a prom- plain 1-point rule used to close the ad at the top and 
inent artist, so you see you get, in using this idea, the bottom. The description of the shoe which appears 
services of a high-grade designer’s best work. Per- at the right of the picture of the shoe itself might be 
haps, you say, these are not available in your town, but set in 12-point type if there are only a few words, and 
it must be remembered there are many other type or- the price could be in 14-point size. 
the ad, under the bar, the general selling “talk” might 


At the bottom of 
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These layouts provide “inspiration” in the use of an all-type «ad. 
borders and ornaments are the Teague borders designed by a wel! known 
artist in the advertising world for universally acceptable type de oratwr 
There are many other ways in which the same type material use: in this 
advertisement may be used 
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be run in 10-point size, shoe description in italic. 

The point system of type measurement here re- 
ferred to is the regular way in which type is measured. 
The merchant, to become familiar with the various 
sizes, ought to have his printer or newspaper composi- 
tor supply a proof sheet showing all the sizes of type 
and also showing the borders which the newspaper or 
printing office can use in the set-up of his ads. 

The advertisement headed “You See Blue Always” 
can be made up by any merchant in his own store at 
any time. The picture of the shoe is the only part of 
the entire ad that needs special drawing and plate 
making. The ornaments used around the black circle 
of the shoe are separate pieces of type. Their value, 
aside from contributing generously to the general “‘feel- 
ing” of the ad, lies in the fact that they have a ten- 
dency to focus attention on the merchandise pictured. 
The border of this advertisement is just a plain 2-point 
rule. The bar at the bottom below the signature is 
a 12-point decorative rule set up against the border on 
both sides and with an ornament set at right angles to it 
above and below the center. That is all there is to this 
advertisement. It is simplicity itself and one may 
judge for oneself its effectiveness. 

In the ad headed “Step Into Our Fall Shoes,” again 
the shoe cut is the only bit of art work in the ad, but 
it cannot be denied that the result of the planning is 
extremely artistic and simple and easy to read. It 
reflects in fine fashion the quality of the store and the 
worth of the shoes. It is an ad designed to impress 
the thinking person and to lead one really to want the 
shoe that is pictured under such nice surroundings. 
The border is a Teague design; just a straight type 
rule with ornaments set into the corners. It cannot be 
said that this detracts in the slightest from the prom- 
inence of the shoe as do many of the heavier kinds of 
ornamentation so often seen in advertisements. 

Where this ad portrays daintiness, there are just as 
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Fall Shoes ~ 
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many other kinds of type rules that wili portray 
strength. There are borders that may be used which 
are conducive to any emotion that the shoe itself, were 
it seen, would inspire. 

The eye, in reading, follows an up and down course 
in the newspaper; therefore, in the advertisement 
headed “Silver and Gold Pipings” either a 1-point rule 
or a hair-line rule is used at the top and the bottom. 
This lets the eye into the ad without any jarring. At 
the sides there is used a slightly heavier border than 
is used in any of the other ads shown here. That is all 
there is to this ad, and it stands as an example of 
economy, dignity and selling appeal on merchandise 
from which it is possible to realize a good profit. 

In all the headlines pictured in these ads the at- 
tempt has been made to couple the shoes with what 
happens to be in the minds of the prospective women 
customers. Every woman has ideas as to what she 
wants, and the suggestion should be made that one’s 
shoes fit in well with her ideas. “The Shoe This Sea- 
son” would be a caption for a talk something like this: 
“The lizard-trimmed shoe—lizard straps of charming 
design—lizard trimming on toe and quarter. The very 
color touches one needs to go with the latest Fall 
gowns.” For the advertisement “You See Blue Al- 
ways” the following copy: “Blue is striking. Blue 
‘illuminates’ one’s natural coloring. It was only nat- 
ural that shoe designers should study the possibilities 
of blue in shoes. And they’ve ‘struck it rich’ in the 
ones at this shop.” 

Paint the picture of the merchandise that will lead 
a woman to imagine herself in possession of it. It 
takes only a few words, but they must be well directed. 
And consider the use of type borders and ornaments in 
this Fall’s advertising. You will catch the business of 
those who feel they must go to the big centers to get 
the “snap” and “dash.” It isn’t always so, but only by 
following big city methods can one prove it. 


Merchants have always left too much to the ingenuity of someone outside 
of their business to show the real character they have been years build- 
mg. With such a simple problem as presented in this ad in setup there 
's plenty of time left for convincing copy. In all these ads the only cost 


for illustration is in the picture of the shoes 
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Stern Bros. have 
achieved the height oj 
effective simplicity in 
this shoe window. The 
fixtures give spots of 
color which, however, 
do not lead the eye 
away from the shoes. 
It is a wonderfully in. 
teresting example of 
what can be done with 
the art moderne 


























implicity the 
Modern Keynote 


ODERNISTIC . . As pointed out in other 
( eesizns om ite Open Face Boxes Like These einien Sein tile 
dow trimming i which have appeared in 
continues to hold the at- You Can Achieve Dozens of Unusual recent issues, the color of 


units such as these can be 


tention of ‘the shoe world. ; ' 
They came in, not so Window Trim Effects at Low Cost changed at will by using 














much because of a desire the quick drying lacquers 
to have something differ- now on the market. The 
ent from the over-decoration of the past, as because of boxes can be removed from the window after the eve- 
that law of art which says that simple objects look their ning crowds have left the streets, lacquered and re- 
best in simple settings. turned to the window long before any of the morning 
Therefore, when shoe designs became plainer and crowd has made its appearance. 
more simplified, it was a foregone conclusion that win- What an artist would call an important incidental 
dow trim would change in accordance with this law. note in this picture is seen in the little cactus plant sub- 






The Art Moderne of the French, just then coming stituted for a pair of shoes on top of one of the steps. 
into vogue, fitted itself beautifully into the scheme of Not only does it serve to relieve the monotony which 
things, and while it has not been accepted in furniture might be caused if nothing but shoes were used, but it 
to the extent which its creators hoped, it has worked casts its highly decorative shadow against the face of 
out beautifully in window and store trim. the box nearest it. 

The window shown here is one of a series being used The rug on the floor is of a decidedly darker tone 
by Stern Bros., Forty-second Street, New York City. than the box unit. Nevertheless it contrasts harmoni- 
The dominant unit, six “open face” boxes, can be made ously not only with the box unit but with the light-toned 
éither of wood or of metal. It can be made up of six evening slippers which have been spotted here ani there 
individual units or in one piece, as it is here. For the over its surface. 
purpose of the average retail shoe merchant it would The fixtures which resemble closed fans and which 
be better to make it of six pieces as then the units could flank the box unit, add to the picture, but fo: them 
be rearranged in several different groupings and acom- could very easily be substituted little end tables with 
plete change of trim could be achieved with no addi- their flat side against the wall, or taborets with : ireular 
tional expenditure of anything but time and thought. tops lacquered in the same color as the box unit. 
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Kids 










BACON & SONS, INC., 
J Louisville, has had a chil- 
® dren’s shoe department for 
many years. It was doing a normal 
business and, for five consecutive 
years up to a few years ago, showed 
no material advance. Then I started 
to study things, to analyze local con- 
ditions. 

I notice, among other things, that 
most of the better stores in our city 
were inclined to put in lower priced 
lines. They apparently were deter- 
mined to go out and get volume. 

In this action I saw an oppor- 
tunity for our store. I realized well 
—for ours is a popular priced de- 
partment store—that going into the 
lower priced merchandise meant en- 
tering a highly competitive field. It 
meant competing with many stores 
that already had the lower priced 
business and were especially 
equipped to take care of it. 

When I saw other stores neglected quality lines to 
promote cheaper shoes, I immediately recognized an 
uncrowded field for our store. Contrary to local pro- 
cedure, I discontinued the lower priced and popular 
priced lines of children’s shoes which we had been han- 
ding for ten years. I immediately secured in their 
place one well advertised, high quality line. This was 
done after skepticism was expressed in the merchan- 
dising office. For it must be remembered that ours is 
only a popular priced store and away from the quality 
shopping district. It was questionable whether we 
would retain our present children’s trade—and get new 
trade—with a line that was considerably higher priced 
than the customes trading at this store were accus- 
tomed to pay for children’s shoes. 

Results—the only true test of accomplishment— 
demonstrate the effectiveness of this change. Before 
We switched into quality shoes our children’s business 
was $35,000 a year. Last year the children’s business 
totaled $80,000. And this volume was built up without 
sacrificing any part of our regular mark-up or percent- 
age of profit. 

While at first a few customers offered some objections 
to the prices, these have now been fully overcome. The 
public knows that we handle high quality children’s 
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Doubled Volume in 


Shoes 


Grading Up Proves a Profitable Venture for Children’s Department 
of J. Bacon &° Sons 


By J. Al. ERMANN 
Shoe Buyer, J. Bacon & Sons, Louisville, Ky. 


shoes. They have been educated by 
our salespeople to the economy of 
buying better footwear. And actual 
wear of the shoes has borne out our 
claims. Thus we have created con- 
fidence, and customers come back. 

When we employ our girls we give 
them intensive training to fit shoes 
properly and render intelligent ser- 
vice. We carry as many as four 
widths even down to infants’ sizes. 
In our department a shoe must fit 
or there is no sale. Our girls never 
ask “How does it feel?” Instead 
they ask, “Where does it hurt?” and 
the child will usually point to the 
offending place, if any. It it is in 
the toecap it means another fitting. 

So almost every shoe that is 
bought is purchased in at least three 
widths in infants’, childs’ and 
misses’ runs. We can supply B 
width in any size in almost every 
style of children’s low shoes or high 
shoes in our store. 

Someone said that the higher class the trade, the 
plainer the styles. That may be so, but we can’t be 
convinced accordingly. For children like life in foot- 
wear. They get tired of the plain stuff, even if their 
shoes are of highest grade. So that’s the reason we go 
heavily into sport shoes and combinations. 

As mentioned, we feature only one line of children’s 
shoes. This line has a good name and is backed with 
clever advertising features and cooperation. We use 
newspaper advertising consistently in the desirable 
seasons. We show cuts of shoes actually carried in 
our store. These ads also have human interest head- 
lines and illustrations. We send out letters to our 
mailing list, and enclose with them folders and other 
direct mail literature. We pass our colored story 
books, toys, etc. We put on a Pied Piper show for the 
children at our store each season. 

We've heard it said that “children’s shoes will not 
stand the mark-up.” That is not so; it is not neces- 
sary to sell children’s shoes on a closer margin than 
men’s or women’s. This theory used to apply to the 


old family shoe stores and to staples, but if a dealer 
attempts to sell children’s novelties and sport shoes on 
a closer margin he is headed for trouble. 
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Selling To Women With 
Large Feet 


ASHINGTON, D. C.—A fine 
point in selling, well worth re- 
peating to the younger salesmen, 
was given me by I. B. Nordlinger: 
“Many people are still sensitive 
about wearing shoes which may be 
classified as being in the large sizes. 
A good way to make the selling 
easier when the foot requires longer 
and narrower shoes and the size 
question has been raised by the cus- 
tomer, is to say in an ordinary tone: 
“*T am fitting you to a much nar- 
rower shoe, as the ones you are 
wearing are too wide.’ By forget- 
ting to mention the size and dwell- 
ing on the benefit of a narrow width, 
the length question is often forgot- 
ten, for most folks like to say that 
they wear narrow shoes. I haven’t 
much patience with those salespeo- 
ple who are forever telling every 
person that theirs is a particularly 
hard foot to fit. The big idea of this 
is to impress on the trade the great 
ability and smartness of the sales- 
man in being able to fit such a diffi- 


cult feet.” 
*% * * 


Checking Claims 


INSTON-SALEM, N. C.—To 

quote C. H. Smith, who man- 
ages the large Hines Shoe Store, “I 
doubt if any business axiom has 
been: broadcast more than the one 
credited to John Wanamaker, ‘The 
customer is always right.’ We will 
do everything possible to satisfy a 
customer, just as any first class store 
will. Once in a great while, how- 
ever, we do find a customer who has 


by HARRY R. TERHUNE, Frei €pi7or, 








T is the absence of records 

that produces the high mor- 
tality in the retail shoe busi- 
ness. 











heard that famous business precept 
and who proceeds to take advantage 
of it. 

“To know definitely all about such 
cases, a claim slip was devised. 


CLAIM 


ae ae ene 





Record of III Fitting Shoes or Defective Merchandise 


Price of Mdee...... ... Approximate Date of Purchase 


Allowance Allowed _ ne — 





Record of Loss to Store, Shop, Manufacturer or for All Others 





Amount of Loss $.............--. 


“As the form shows, it is both a 
record of ill fitting shoes and defec- 
tive merchandise, so it acts as a posi- 
tive check on the salesman, the 
factory and the customer. It is 
surprising how few of these claims 
will occur in a year’s time—not over 
forty at the most. This speaks well 
for both the salesmen and the goods 
we carry. 








“In case the customer appears to 
be a chronic kicker, we can easily 
determine the fact by running back 
over the filed claims. If the records 
prove her to be such, a quiet, friend- 
ly talk along the lines of, ‘Mrs. 
Jones, it looks as though our mer. 
chandise is not satisfactory to you, 
so we respectfully suggest that you 
buy your shoes (or stockings) else- 
where, for most of our customers 
never complain,’ has been the means 
of completely changing the attitude 
of many bad actors so that they have 
become good customers. For show- 
ing exactly all about poor fitting by 
salesmen, poor wearing qualities and 
undue complaints, these records are 
excellent.” 
















* * * 


His Daily Dozen 


REENSBORO, N. C.—This idea 

might well be labeled “His Daily 
Dozen.” These D. D.’s have nothing 
to do with calisthenics, but has to 
do with getting or attempting to in- 
terest a dozen new folks each day s0 
that they wil] become valued patrons. 
George A. Bryant is the sole in 
ventor, but his system is not patent- 
able—here it is. Each day he un- 
covers his trusty and rusty, but not 
dusty, typewriter and proceeds to 
write nice personal letters, one by 
one, to a dozen women he knows oF 
has heard about. Sometimes it is t0 
strangers, sometimes to old custom- 
ers who have strayed, but the twelve 
letters go out each day regardless 
That’s his stint. You see, he doest! 
have any office girl—just himsel! 
and a couple of assistants in 4 
leased department of a de) rtmett 
store. 
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Selling the Sweet 
Girl Graduate 


NIONTOWN, PA. — All the 

eager girl graduates of Union- 
town get a four page letter, two 
pages of which have an interesting 
personal message to them. On the 
upper left hand corner of the front 
page is a good line drawing of three 
graduates with their diplomas, then 
the salutation, “On Your Gradua- 
tion-Congratulations, 1928,”  fol- 
lowed by “And may your diploma 
be not only a reward for work well 
done, but also a passport to a new 
life of success and happiness.” 

Turning to page three one finds 
line cuts and descriptions of four 
white shoes together with good rea- 
sons for buying hosiery. All in all 
it is a good piece of work, well cal- 
culated to make more shoe sales for 
Getty’s. 

In discussing his publicity prob- 
lem, F. R. Getty said: 

“While we have only a small store 
catering to women and young women 
exclusively, we cannot afford to 
stand still, waiting for customers to 
come into our store just by chance. 
Every spring several hundred of 
these graduation letters are sent out 
to the Uniontown and Township 
high schools. Having only women’s 
shoes and hose in a shop the size of 
ours and being in a eity of about 
20,000 people, compells us to be con- 
tinually digging for business. To- 
day it seems that business comes 
only to those who go after it; then 
they must back it up constantly with 
Service, Style and Quality.” 
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Don’t Let Customers 
Change Mind 


ULSA, OKLA.—A. E. Midkiff, 

of the Boston Shoe Shop, Inc., 
says: I have been selling shoes on the 
floor for 15 years, and I think that I 
have found that no salesman can give 
his customer the proper attention by 
trying to serve two or more at one 
time. It is much easier to make a 
sale if you stay with your customer, 
but know your stock so well that you 
will not have to hunt for a shoe. 
Stay close to a customer. Even 
when a sale is almost closed, if you 
leave for a minute the person in the 
fitting chair may change her mind, 
and then the salesman must com- 
Mence all over again. 
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IRMINGHAM, ALA.—One of 

the most compact Tell-You- 
Everything stock records is the one 
devised by J. B. Toranto for his 
Vanity Boot Shops. These records 
are on loose leaf, double faced sheets, 
81% inches long and 414 inches wide. 
The sheets are arranged numerically 
in a binder which is 15 inches long 
and has 18 rings. By overlapping 
the sheets so that only the bottom 
line shows, 27 sheets are in sight at 
once. Instead of the usual bulky 
stock sheet book, here we have a 
thin, compact affair that is easy to 
carry to market, simple in finding 
wanted stock sheets, and most com- 
plete in the information is gives. It 
simplifies the checking up of stock 
and also proves the accuracy of the 
inventory. One side of the sheet is 
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These Sheets Tell Everything 
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RECEIVED 
DATE PAIRS 


9 j wm 


a buying record, with the sizes on 
hand, date and number of pairs re- 
ceived, stock number, etc., while the 
other side shows the number of pairs 
sold each day of the month. This 
latter information is valuable for 
two distinct reasons, the major one 
being the ability to trace and defi- 
nitely chart movement of certain 
leathers and materials. Take whites, 
for instance; these records, kept 
over a period of years, can mark the 
sales rise, peak and fall of the white 
shoe period, a decided aid in accu- 
rately plotting out a season’s needs. 
Then if it is necessary to find out 
when a certain shoe was sold, the 
sheet will tell when and the corre- 
sponding cash register slips will 
give the balance of the transaction. 
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A Selling Quota Plus 


Bonus 


6D IRMINGHAM, ALA.—When Al. 
‘ Reiss took the buyer’s job at the 
Louis Pititz store, he figured the 
best way to size up the situation was 
to stay on the floor and sell shoes for 
at least a week. One result was that, 
whereas the C width was formerly 
considered the best seller, now it is 
AAA. 


Here is one of his ways of boost- 
ing sales. Three days a week—Mon- 
day, Wednesday and Saturday, 
which are the big days—he propor- 
tions out what each salesman should 
sell. If the boys meet their quota, 
they get a dollar extra as a bonus. 
Mr. Reiss tries to be fair, and if the 
weather should be bad he does not 
expect them to make the wanted in- 
crease. 


















One merchant dolls up his 
cartons for delivery with 
an elaborate ribbon bow, 
and the whole rivals the 
beauty of a candy box. 
Worth every cent of it, he 


WESTERN merchant has found anew way to 
sell more than one pair of shoes at a fitting. 
He gives to his customer a boudoir shoe stand, 
with a hosiery tray top, with every purchase of three 
pairs of shoes and a similar number of pairs of hosiery. 

The merchant has the idea that he can bring order 
into the wardrobe and closet by taking the shoes from 
the dusty corners and putting them into a very con- 
spicuous boudoir rack. Furthermore, blending the hose 
with the shoe, by bringing the hose and the shoes closer 
together in a tidy rack, is a step in the direction of 
selling more hose. 

A local carpenter built these shelves out of standard 
cuts of simple pine, one-inch square sticks, and a 
veneered top of compo board. The boudoir stand be- 
came a constant reminder of the store, because the car- 
tons were new store boxes, artistic and wrapped in fancy 
paper. The extra cartons needed to fill the rack were 
given with the rack. 

One of the cleverest things designed is a container 
of shoes and hosiery which also comes out of a shoe 
store. The shoes are carried in the lower compartment, 
and the hose lays flat in a top 
tray. 

A merchant on the Pacific 
Coast finds that it profits him to 
put a little scenery about his de- 
livery of shoes. The most elabo- 
rate box is ribbon bound, and 
the shoes are delivered by 
porters wearing smart red uni- 
forms. Naturally the price of 
this merchant’s shoes permits 
the use of this elaborate method 
of delivery, and the carton he 
uses, wrapped in silver paper, is 


closets. 


blend. 
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Which? Naked Shoes or 
Carton-Dressed 2 


FOOTWEAR cabinet is one of 

the little modern fixtures that 
comes into new apartment usage. No 
longer are shoes thrown carelessly in 
Now it is possible to keep 
six pairs of shoes in a vertical case, 
with a hosiery drawer on top, so that 
right next to the slipper chair the 
busy lady finds shoes and hose to 
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Now there appears the carton thut 

contains both the shoes and tie 

hose to harmonize, to help increase 

sales in the store. Incidentally, it’s 
a real convenience at home 














as expensive aS any prepared in this country. Asa 
publicity feature, he figures that it is worth everything 
it costs. 

Shoe stores are in the public eye to sell a type of mer- 
chandise and render the degree of service in keeping 
with their appearance. The old messed up store, show- 
ing a variety of as many as sixty different cartons, is 
slowly but surely disappearing. 

The value of any accessory to the actual sale of a 
useful article is its acceptance by the public. Hat 
stores consider a beautiful container a necessity. All 
package goods are considered from the viewpoint of 
eye appeal. It is folly to believe that shoe stores of the 
future will be less attractive—rather must we expect 
them to be more attractive. 

What the customer buys is shoes, but no store serves 
shoes—net. The store is recompensed for the intrinsic 
value of the shoes, plus the cost of rent, heat, light, ex- 
pense of buying selection, and the necessary items that 














go to make up the appearance of the store, its impres- 

sion on the public, plus the advertising cost, and 

all the way down to the ultimate delivery of the 
shoes, etc. 


The merchant pays for all of 
these items, and always has. He 
buys shoes, not raw, but dress 
in boxes and layed in tissue. He 
keeps his goods in the same col- 
tainer, although some sto! 
switch to permanent containers. 
He pays for every item in s 
way or another. They «/! 20 
into the cost of the shoe t 
The better each link of 
the better the service giv! 
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SPECIAL BRIGHT 
ROYAL CALF 








PERMANENT BRIGHT FINISH—SOFT NATURE—MELLOW FEEL 
FOR MEN’S AND WOMEN’S SHOES 
QUALITY AND QUANTITY PRODUCTION 


American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
New Location, NEW YORK OFFICE, 2 Park Ave. 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and P 
CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Chicago Ballston-Spa 


aris, France 


Curwensville 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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What are you putting on your shelves — 


just “Shoes”, or 
Foot Saver Shoes ? 


PuT Foot SAVERS ON YOUR SHELVES—they won’t 
stay there. 


Stock Foot SAVER INDIVIDUAL STYLES, and you 
take down delight for your customer’s eye. 


STOCK FOOT SAVER SUPER-QUALITY MATERIALS, and 
you take down the luxury your customer wants 
to possess. 


STOCK THE FooT SAVER NAME, and you take on 
extra selling power with every pair of shoes. 


STOCK THE FOOT SAVER patented in-built construc- 
tion, and you take down from your shelves a 
priceless premium of beauty for the ankles, that 
no woman can resist. 


Your business is not to pull along a dead weight of 
stock—but to have a live stock pull you up. 


STOCK FooT SAVERS and let them lift your business 
to more sales and greater profits. 


DON’T FORGET— Foot Saver Shoes are advertised 
nationally — every month in the year. 


The Julian & Kokenge Co. | 


426 East 4th Street » ; Cincinnati, Ohio 
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fre UGH pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 


nails. Safeguard your customers by 


using Alpha Wood Heel Screws. 





Their exceptional holding power 
sets the heels true and rigid, keeping 
them in exact position— gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 


UVC 
ALPHA 
Wood Heel 
Screws 


























Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 
help create good will 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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An expression from one of our many 
Satisfied Customers 


This Market blah es i 


Harsh & Chapline Shoe Co.: 


Is Your Profit We have been buying Lion Brand Shoes 


for the past sixteen years They have 
given first class satisfaction and it is 


12,818,524 Mechanic workers a stnanaen te die Sastaiie ‘ill uur ttn 
1,090,223 Miners MILFORD, MICHIGAN 
10,953,158 Farmers 

886,248 Outdoor Men 
3,063,582 Transportation Men 


3,030,115 Laborers 
1,878,725 Builders 


WEAR WORK SHOES DAILY 


Strengthen your position and swell your 
profits as the work shoe headquarters in your 
s community. 
@ Our In Stock Service insures a maximum ; 
turnover on a moderate average stock. ‘ on al e 7 - o_o 
Sell them Lion Brand Work Shoes cut et So oot, O. 
from Hardy Hide leather made in our own BH iain 
tannery. 


NORTHWESTERN MAKERS OF 


DEPARTMENT [she Le eee. company WE tHe Famous §f 
“RADDOCK ; "Geaerar 7 oe Ci ‘= LION BRAND § 
TERRY Le toate stan . Sxatlinsa 1: Mellon Set" stare tes Bie yaw’ EM EVERY DAY 

COMPANY ieee, OES 


IMMEDIATE IN STOCK SERVICE FROM 


Harsh & Chapline Shoe Company Milwaukee, Wis. Craddock-Terry Company Portland, Oregon 
Craddock-Terry Company Lynchburg, Virginia McIntosh Company Springfield, Massachusetts 
Craddock-Terry Company Baltimore, Maryland Zion’s Co-op. Merc. Inst Salt Lake City, Utah 


Carried under private trade names by: 


McElroy Sloan Shoe Company St. Louis, Missouri J. P. Dunn Shoe & Leather Co Denver, Colorado 
George D. Witt Shoe Company Lynchburg, Virginia The Ainsworth Shoe Co Toledo, Ohio 
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BUILD BUSINESS ON 





We have built a wonderful line of shoes on a 

New Idea; you can build a wonderful business on 

this same idea, and on these shoes, which we have 
ashioned over fittingly called NATURALIZERS. 


Dr Sawyer. Ss NATURALIZERS are the result of ten years of ex- 
Famous Lasts perimentation by a famous last-maker, who con- 
clusively proved that shoes built on any single mo- 
del last would not provide proper measurement 
for large size feet, unusually narrow feet, and 
other types of “hard-to-fit” feet. 
NATURALIZERS, therefore, are built, up and down, from 
three model lasts, thus providing a variety of combina- 
tions that assure a fit for practically every foot. NATURAL 
IZERS never gap at the sides, never slip at the heel, nor 
wrinkle at the arch. 
LA VERNE STRAP 70% of all women have feet which vary from normal. 
With our Exclusive Franchise, you can have a monopoly 


Stocked in Black Kid, Patent, ; . : ; 
Madrid Brown Kid. We on this great trade. Write or wire for full particulars. 


build NATURALIZERS Sizes 
2% to 11. Widths AAA to BLUE RIBBON SHOEMAKERS, Inc. 


EEE. 162 different fittings. 
Goodyear Welt. Jefferson Ave. and Mullanphy St., ST. LOUIS, Mo. 


$4. 65 to $4.85 A Brown Shoe Co. Organization — Women’s Shoes Exclusively 


Naturalizers 


“A Perfect Fit for Every Foot” 


nine 
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tidious buyers with erelective 
deerigne and exquisite leathers 
in colorings that charm _» 
You will flatter the feet and 


perfect the ensemble of fem 4 
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Carl €. Schmidt & (2 1 
DETROIT ; 


Tanners of the Schmidt Calf Leathers 





August 4, 19 Augus 


BOOT AND SHOE RECORDER 




















August 4, 1928 BOOT AND SHOE RECORDER 


I IN THE “SUNLIGHT FACTORY” OF 
. HAMILTON-BROWN SHOE CO. 


“Keep the Quality Up” has long been the slogan of HAMILTON-BROWN 
SHOE CO. of St. Louis. 


In helping them to “Keep the Quality Up” in so great a volume production, 
we feel that RUBY KID has a most effective opportunity of proving the value 
of standardizing on EVANS Brands—for the larger the volume, the more com- 
plicated becomes the problem of maintaining standardized high quality. 


Their famous “Sunlight Factory” which uses RUBY KID exclusively in its 
black kid styles has long depended on “RUBY” for carrying on a constant high 
degree of kid leather uniformity, beauty and service. 


To call attention to this fact gives us natural pleasure and pride—and we wish 
to thus publicly assure HAMILTON-BROWN SHOE COMPANY and those 
retailing their shoes, that RUBY KID will steadily continue to uphold the con- 
fidence of their customers—the public. 


JOHN R. EVANS & CO. 


Camden, N. J. 
Philadelphia Milwaukee 
Boston St. Louis Cincinnati Rochester 


c 


‘Ctandardize on 


e. BF vans Brands 
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On August II® | 


3.100.000 | 


READERS 


| of the 
Saturday Evening Post 
will see this advertisement! 


. ONCE MORE—with typical Good- ta 
rich consistency—we drive ] 
home the story of Rubber 
Heels made by Goodrich. Read it! See why 
Goodrich Heels will give added value to 


the shoes you sell! 


THe B. F. GoopricH RUBBER COMPANY, Est. 1870 
AKRON, OHIO ~ Pacific-Goodrich Rubber Company, Los Angeles, Calif. 
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THE SATURDAY EVENING POST 


Silvertowns-Zippers 4 
...and now Rubber Heels —|ji’ | 
from Goodrich! 


ac ae 
ena He e\s 


om | 


; 58 Years 
Rubber Experience 


This newest member of the Goodrich family sets a 
service standard as high as Zippers in the walk-a-day world. YU Z Tt 


Springy—to the last shoe mile . . . cough—where it counts, at the point of 
contact with abrasive pavements . . . enduring—to make smart shoes walk the 7 
chalkline of shapeliness much longer. 2 P § 


A perfectly balanced, perfectly cushioned heel that testifies at every step to 
the superior skill of Goodrich in rubber manufacture. There's quite a difference in rubber Be sure 
; you get the heels which come in the attrac 
In two colors, black and brown, for kiddies and grownups. Already “orig- dive ben~<mashed with the name Geodech 
inal equipment” on fine shoes. Sold and applied in shops that put a high — 7 
estimate on quality and service. They cost no more than ordinary heels! § Exablished 1870 Akron, Ohio 
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SETON LEATHER COMPANY Newark , New Jerse 
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Helps you make Sales 


A Goodyear Wingfoot Heel is a distinct sales advan- 


tage on any shoe. It is a known mark of known 


quality. The customer recognizes the Goodyear Wing- 


foot the moment he sees it, and he knows it repre- 
sents the last word in heel style, cushioning, and 
long, long wear.* The whole shoe you are trying to 
sell gets the benefit of what the customer knows 
about Goodyear Wingfoot Heels, and you get the 


benefit and profit of an easier, quicker sale. 


*Goodyear guarantees Goodyear Wingfoot Heels to outwear 
any other heels 


Copyright 1928, by The Goodyear Tire & Rubber Co., In 


WINGFOOT HEELS 


TAN AND BLACK 
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For EVERYBODY— 


flexible, non-skid, 


waterproof, comfortable 


OLFERS like GRO-CORD Soles because 

they give firm footing on wet sod or dry burnt 
grass. They are officially adopted by the Boy Scouts 
of America. Many railroad men, structural steel 
workers, carpenters, mailmen, factory workers 
and others whose work makes slips or skids 
dangerous to life and limb wear no other sole. 


On stylish looking sport shoes and on sturdy work 
shoes as well, GRO-CORD Soles are today’s 
answer to the rising cost of leather. 

No other soles have tough cord-tire cords fused 
on‘end in live rubber. This throws wear ACROSS 
the grain, not with it, and accounts for the wholly 
unique non-skid effect. GRO-CORD Soles are 
nationally advertised in Liberty, American 
Golfer, Boys’ Life and other national magazines. 
Your stock should include sport shoes, street 
shoes, and work shoes with GRO-CORDS. 


Ask your manufacturer. 


THE LIMA CORD SOLE & HEEL COMPANY 
Dept. 5A, Lima, Ohio 


QW) 
BS GU RN 
ins 


SOLES 











WARNING: Those persons infringing our patents or naming their 
product to mislead the public on the GRO-CORD trade mark will be prosecuted. 


SERVICE 
(Munson) 
This is a de- 
sirable sole for 
general wear if 
much walking 
is to be done. 


PRINCE G 
This golfing design 
is attractive, 
durable, and gives 
a non-skid stance. 
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il 
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ALLIGATOR 
This sole is popu- 
lar for men’s and 
women’s sport 
shoes. It is also 
made inboys’ sizes. 


Cord tire wear 
in every pair 


aes ji 
ee fl 
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The ‘Tosca’ 
Made of Tolco Burma Calf by 
Lampe Shoe Co., dt. Louis 
“In Step With Fashion’ 








QUALITY LEATHER FOR QUALITY SHOES 


TOLCO calf is an achievement in a fine tannage of a quality leather, particularly 
adaptable for use in women's and children's shoes. 


TOLCO calf has a distinct charm and beauty, a fine silky feel, beautiful finish 
a smooth flat grain with a tight break, with a clean cutting area 
TOLCO calf will add to the merchandising value of any shoe Specify it for 


your best fall numbers. 
Tolco calf comes in the following authentic colors: 
Mocha Bisque 


Parchment Burma 

Grege Trotteur Tan Spanish Brown 
Tangier Marron Glace Whippet 
Honey-beige Mode Beige 


Color swatches on request 


—ZJ 


/ / & ef 
He ( Yaro [eaATHer (0 


GIRLARD OHIO 
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Swiss Strap 
Interlaced design on strap 


BURDETT 


SHOE COMPANY: _ 





Girls. 





Lucerne Strap 
Interlaced design on vamp 


OOTWEAR styles for 

girls, with a subtle 
European suggestion. 
Our newly added lines in 
sizes 8% to 11, and 11): 
to 2, are made over new lasts 
adapted from Foreign models 
for American misses—!! 
America. 


Now Burdett offers a con 
plete service in Dress Shoe 
for Girls—from youngsters 0! 
5 years through Growing 
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The Gloria gove is here illustrated in Madrid Brown 
Kid vamp, inlay and facing with Brown suede 


eo sae 

btle Typical of the exquisite footwear to be found 
stion. in our highly specialized line—with emphasis 
les 11) on fine quality and salability of pattern. We 


11’ build shoes for America’s discriminating 


lasts women. 
odel The 
ia STANLEY DUTTENHOFER 


SHOE COMPANY 
com Cincinnati Ohio 


hoes 
Ts Ol 
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Your Copy of 


SELLING SHOES 
Is Ready 


It’s just come from the press—the 
August-September issue of our cata- 
log, SELLING SHOES. 





From cover to cover it is replete 
with bright, new patterns for in- 
fants, children, misses and growing 
girls—SINBAC’S offering for Fall 
and Winter selling. 








You will like these 48 pages of 
Helthy-Fut styles. Better still, so 
will your trade. For here are fea- 
tured leathers and lasts that tell an 
eloquent story of quick-selling, big- 
demand merchandise. 









But perhaps you do not receive 
SELLING SHOES. If so drop us 
a line and we’ll be glad to send it. 







You'll be agreeably surprised at its 
comprehensiveness and the smart- 
ness of the patterns it features. 


sINBAC 


The Helthy-fiit Line 
2211-13-15 W. MONROE & 


CHICAGO 




















































Chairs are 





MILWAUKEE CHAIRS 


BOVE everything else, the shoe shop demands 
good chairs. It is one business where customers 

must be seated. 
Milwaukee Chairs, because of their beauty, comfort 
and utility, are waking up shoe stores everywhere. 
These famous chairs are making pretentious-looking 
stores out of the ordinary—creating better business for 
owners and greater satisfaction to patrons. 
The photograph above shows the store of C. A. Stevens 
& Son, Chicago. A beautiful store made more beauti- 
ful and attractive by Milwaukee Chairs. 
Dispense with your “tired-looking” chairs. Snap up 
your store—give it an air of distinction. Refurnish 
with Milwaukee Chairs. 
We will be pleased to give suggestions for the seating 
arrangement of your store and submit a variety of 
designs for your consideration, with cost estimates. 
There is no obligation. 


THE MILWAUKEE CHAIR COMPANY 
666 Lake Shore Drive, Chicago, IIl. 


MILWAUKEE 
CHAIRS 


Makers of 
for over half 


fine chairs 
a century 
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p2000——-Classic, Square Throat 
D'Arcy, Patent, 100 Last, 14/8 


A Continued 
= gate aaaggre= Pum p Service 


The “Classic” Pumps illustrated have been 
so successfully introduced and continually 
re-ordered by our customers that we have 
stocked them ready for instant shipment. 


Sizes carried 


AAA 5/8—AA 4/8—B 3/8—C 21% /8 
Terms—2% 10 Days—Net 30 Days 


ee ee This company designs original patterns in 


D'Arcy. Patent, 200 Last, 20/8 


e Heel, White ined, ’ , : + ~ 
oo Women’s Novelty Shoes by Special Flexible 


sse08—Same in Black Satin... 4.3 McKay Process, Made to the Order and 
Specification of High Class Retailers. 


Salesmen Sent on Request 


IN STOCK DEP’T. 


W.H. LAMPE SHOE CO. 


MANUFACTURERS 


ST. LOUIS MO. 


B2010—Patent, 14/8 Box Heel 
with Pat. Bow, Gun Metal Pat. 
SY sGsvehtonsosess 6-0 $4.40 


B2016—Same in Satin 


B2020—Patent, 14/8 Box Heel B2032—Patent, 20/8 Spike Heel 
with Black Pat. Bow Trimmed with Black Satin Bow Trimmed 


B with Silver Beads with Silver Beads.......... 84.70 
2012—Patent, 20/8 Spike Heel, ; : wo 
with Pat. Bow, Gun Metal Pat. B2026—Same in Black Satin.... B2033—Same in Black Satin.... 4.70 


Underlay 5 B2022—Patent, 20/8 Spike Heel. 4.70 B2030—Patent, 14/8 Box Heel.. 4.55 
B2013—Same in Black Satin.... 4.5% B2023—Satin, 20/8 Spike Heel. 4.70 B2036—Satin, 14/8 Box Heel... 4.55 

















This Silent 
SALESMAN 
Will Draw Customers 


Into Your Store 







Why leave as a dead weight on your over- 
head that very valuable space just outside 
of your door? Certainly you can’t afford to 
_ waste those few square feet, particularly 
when a small investment in a Silent Sales- 
man Outside Case will actually turn this 
space into a source of real profit. A case 
of this kind will enable you to display your 
best merchandise where every passerby will 
see it. Goods well displayed are half sold, 
and the customers which a Silent Salesman 
Outside Case will actually draw into your 
store will very soon pay for the case itself. 
Let us send you description and prices on 
our various models. 

















TPALE MARK 








DISPLAY CASES 


Detroit Show Case Co. 
1670 W. Fort St. Detroit, Mich. 
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The Comfort of 
LYNCO ARCH CUSHIONS 


To Your Customers 





The desire uppermost in the foot sufferer’s 
mind is to find an appliance that will be 
comfortable to wear and bring relief to 
aching feet. 


As these customers come to you . . . rec- 
ommend LYNCO Muscle-Building Arch 
Cushions. 


These cushions are feather-light . . . the 
average pair weighs about 5 ounces . . . and 
slip into the shoes without bothersome ad- 
justment. 


Not only do LYNCOS give comfort and 
ease in the wearing, but they help Nature 
to build up to health weak and broken- 
down muscles. 






Our national advertising campaign is telling 
30 million readers about LYNCOS, and 
sending fallen arch sufferers to the shoe 
dealer for help. 





KLEISTONE RUBBER CO., Inc. 
242 Cutler St., Warren, R. I. 


JNnCoO 


-NON-METALLIC\ 
ARCH CUSHIONS 
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Vacations and Trips in Territories Keep the, Travelers Busy— 


Business Generally Reported Good 


RUCE W. DICKMAN, the Detroit 
representative for R. H. Lane & 
Co, one of the oldest and largest 
wholesalers of shoes, rubbers and felts 
in the Middle West, reports that the 
last six months of 1928 are “looking 
up” promisingly. “The average mer- 
chant,” said Mr. Dickman, “has been 
buying from hand to mouth for the 
two or three seasons, and although 
the climatic conditions for a brisk rub- 
ber business have not been especially 
favorable, dealers are now anticipating 
in good shape and our future rubber 
shoe orders are as good as they were 
last year. The felt slipper business is 
also brisk; I find that merchants are 
displaying this product to better ad- 
vantage than some years ago. In ad- 
dition to felts and rubbers, Mr. Dick- 
man sells novelty shoes for women and 
an arch support shoe for men. 


E. OLDAKER of Hempstead, 
fi. L. IL. who sell the “Prop-Her 
Arch” line of the Interstate Shoe Co., 
recently gave an interview to a reporter 
ofa Long Island paper, which occupied 
three columns or more of newspaper 
space. Mr. Oldaker had recently re- 
turned home from a three months’ tour 
of the road, and reported particularly 
on business “Up New York State” and 
through New England. According to 
Al, there has been a noticeable increase 
in orders since the beginning of the 
year; telegrams of congratulation from 
Mr. Oldaker’s firm also conveyed the in- 
formation that similar encouraging 
conditions existed in other parts of the 
country. In the same edition was an 
article by Mr. Oldaker, entitled “Better 
Shoes Mean Better Health.” He sug- 
gested heel raising exercises and rota- 
tion of the foot at the ankle for more 
shapely limbs. 


V H. LEGGE, 

* for seven 
years with Lunn 
& Sweet, and 
prior to that with 
Frank Bros., has 
recently joined 
the salesforce of 
the Munroe Shoe 
Co., of Auburn, 
Me., and. will 
cover Pennsyl- 
vania, New Jer- 
sey, Maryland, 
Delaware and 
; West Virginia for 
this house. Mr. Legge comes into New 
ork to meet his trade. 


W. H. Legge 


By HELEN M. HANEY 


N. J. McManus R. E. Smith 
About eleven years ago, N. J. Mc- 

Manus and R. E. Smith started 
out in the Ohio territory for the Alfred 
J. Sweet Company and won an enviable 
reputation that brought them a host of 
friends. In fact, they were such an 
interesting combination that they were 
often called “The Gold Dust Twins.” 
This congenial combination was broken 
a year ago when Mr. McManus decided 
to go into business for himself. Just 
recently he decided that the Alfred J. 
Sweet Company proposition was about 
the best in the field so—Mac is back! 
The old combination is already receiv- 
ing a hearty welcome and both men are 
looking forward to a very successful 
year. 


WEISS travels the South with 
e Weiss Bros. & Sons’ line of men’s 
popular-priced shoes. He has been con- 
nected with this house for five years, 
and makes his headquarters at 130 
Lincoln Street, Boston. He reports 
that business is fair, and that sales 
for fall are divided between black and 
tan, in the proportion of 80 per cent 
black to 20 per cent on a medium tan 
shade. 


DON’T STOP ADVERTISING 


By Frank Weber of Cincinnati 


Leave it to a traveling man to 
ring the bell. Frank Weber, who 
represents Sam B. Wolf Sons Co. 
of Cincinnati, endorses the follow- 
ing: 

When someone stops advertising, 

Someone stops buying. 

When someone stops buying, 

Someone stops selling. 

When someone stops selling, 

Someone stops making. 

When someone stops making, 

Someone stops earning. 

When someone stops earning, 

Everybody stops buying. 








HE shoe salesmen of Field Bros. 

Shoe Co., East Bridgewater, Mass., 
with the factory and office employees 
and members of the firm, their wives 
and friends, recently attended the first 
annual outing of this concern, which 
was held at Crescent Park, R. I. 
Athletic contests, a baseball game, a 
delightful shore dinner, and dancing 
until midnight, made a most enjoyable 
program. Walter Preston Field, pres- 
ident and treasurer of the firm; Ernest 
E. Field, vice-president; Charles 
Grady, assistant treasurer and office 
manager; Horace Mitchell, super- 
intendent, and Paul Mitchell, sales 
manager, provided cars for transpor- 
tation and President Field judged the 
athletic contests. 


AROLD COPELAND, who covers 

the Central States and other sec- 
tions for the George E. Keith Co., 
Brockton, Mass., left the factory re- 
cently for a short trip. Herbert Dalton, 
another member of the Walk-Over 
sales force, reports that conditions are 
improving in Cuba and in other south- 
ern countries. William Pitcher writes 
that Mrs. Pitcher and he are “settled” 
on territory; they are living in Holly- 
wood. Charles Hudson and wife are 
also “settled” in their new territory, 
and are residing in Kansas City. 


W. GREGSON, J. M. Pero, Nat 
e Daniels, E. L. Bedingfeld and M. 
J. Cunningham, showed the line of the 
W. K. Chandler & Co., Boston, at the 
recently held Boston Shoe and Leather 
Fair, and report much dealer inter- 
est in their lines of bows, ribbons, and 
other shoe ornaments. 
A. RAY now 
¢ represents the 
Washington Shoe 
Co. of Washington, 
Mo Mr. Ray 
writes to the RE- 
CORDER announcing 
his new connection, 
and states: “The 
old boy will soon 
be around again to 
hand his customers 
the glad mit, and 
with a line of 
ladies’ novelty 
shoes which will 
make his friends sit up and take no- 
tice.” C. A. Ray is one of the good 
merchandising counsellor type of trav- 
eling salesmen. His sunny smile and 
fine personality are the means of win- 
ning for him many new accounts and 
retaining all of his old ones. 


Cc. A. Ray 





BOOT AND SHOE RECORDER August 4, 1928 

















THE 
BRAEBURN 


IN STOCK 


No. 82—Rubber Sole A-E 
$6.25 


No. 88—Leather Sole with Spikes A-D 
$6.50 


Ask for Catalog Showing Other Stock Shoes 


HEywoop Boot & SHOE Co. 


MANUFACTURERS OF MENS FINE SHOES MEW YORK - 475 Purmn Ava. 
WORCESTER, Mass.VISA. AT FORTY-FIRST ST. 


HEYWOOD 














<=>, GEE 
E Ml NA ETTICK | E N NA ETTICK | 
it abe Carried in Seventy-one Styles i Ree, 
KOS 


QL com BNArn, YOY 
resin) When a customer walks out of your store because 
you couldn’t fit her in a $5 or $6 shoe (or where 
you had to misfit her to make the sale) you have not only lost that one sale and profit 
but have driven her to some other store where she may continue to trade. 


ENNA JETTICK RETAILERS DO NOT LOSE SALES 
because through the regular and constant use of the ENNA JETTICK Stock Department their stock is 
always complete especially on Narrow and Extra Narrow, Wide and Extra Wide widths. 


ENNA JETTICK STOCK 
SHOES ARE— 
actually in stock! 

stocked from AAAA to EEE! 

carried in (?) styles 
profitably retailed for 
$5 to $6! 


If you already carry.ENNA JETTICKS “you know it”—if you don’t, we will gladly refer you to those who do. 
Make the ENNA JETTICK Stock Department YOUR STOCK DEPARTMENT! 
and get what you want when you want it. 



































Cony 


> 2 a a 
NAOMI DUNN & McCARTHY, Inc., Auburn, N. Y. /QALE ay ES 
i Health Shoe | 


If interested and there is no Enna Jettick dealer near you write 


7€a/1/) RYsrer- 1 | 
—— 
v 
— 














August 4, 1928 BOOT AND SHOE RECORDER 57 


A. IZENSTATT, Harry Saifer, 

e and William Phillips, showed the 

Central Shoe Co.’s line of women’s 

novelty footwear at the Boston Shoe 
and Leather Fair. 


ILLIAM E. COOPER, more 

familiarly known to his trade as 
Bill, showed the line of Churchill & 
Alden Co. to his trade at the Boston 
Shoe and Leather Fair; Bill Cooper 
covers New England for his house; 
President Frank S. Farnum, and 
Lester S. Damon, who covers Pennsyl- 
vania, also showed Ralston Health 
footwear at the Fair. 


HE Fiebrich-Fox-Hilker Co., Ra- 

cine, Wis., manufacturers of the 
“Stantest” Shoe for men are now rep- 
resented in Wisconsin and upper Mich- 
igan by L. A. Harper of Milwaukee. 
0. J. McManus of Omaha has likewise 
just joined the “Stantest” sales organ- 
ization. He will travel Iowa, Neb- 
raska, Kansas and Missouri. Both 
Messrs. McManus and Harper are well 
known in their respective territories, 
having been previously active in mar- 
keting the product of the Edmands 
Shoe Co. 


SALESMAN is not up to his 

limit in volume until he has the 
best account in every town in his terri- 
tory and sells that account everything 
in his line. It is improbable for a sales- 
man to do this, but not impossible. 
Let us see how close you can get to it 
this season. George P. Mayer, presi- 
dent, F. Mayer Shoe Co., in a recent 
issue of “The Martha Washington 
Merchandiser.” 


LFRED J. MINSHALL, James T. 

Carroll and Phillip F. Bruggeman 
were among the salesmen showing the 
Ault-Williamson Shoe Co.’s line at the 
recently held Boston Shoe and Leather 
Fair. President Charles Ault; L. B. 
Shackford, vice-president; Clark G. 
True, sales manager, eastern division; 
E. B. Milliken, superintendent; May- 








THE SALESMAN WHOM THE 
YEARS FORGOT 


(From Harsh & Chaplin Weekly 
Sales Letter) 


He represented a good house 
for many years, and succeeded in 
building up numerous good con- 
nections throughout his territory. 
His shoes were ACE high—his 
customers knew him and relied 
upon his representations. 

But customers change —quit 
business. Some of them die. 
Some go away. Others get rest- 
less and switch to competitors. 

This salesman believed in the 
old “mouse trap” saying—that 
consumers would continue to beat 
a path to his customers’ doors. 
But—COMPETITION set up in 
and around his old customers 
(along this beaten path). Some 
of the patronage was diverted 
and his competitors crept in on 
the route of the “beaten path.” 
Soone his SALES decreased. He 
was doomed! 

Sufficient ENERGY applied 
constantly toward NEW AC- 
COUNTS would have prevented 
this salesman’s downfall. His 
many years in the SELLING 
game, had he pounded for NEW 
ACCOUNTS, all the time, would 
have protected his distribution 
and caused him to enjoy SUC- 
CESS 


Boys, this is not the story of 
any one salesman. It is the story 
of scores of salesmen, once suc- 
cessful—but slipping to failure— 
BECAUSE they forget the vital 
need and importance in adding 
NEW ACCOUNTS every day. 

Our two combined SPE- 
CIALTY LINES, and their at- 
tractive styles plus their variety 
of grades—at POPULAR prices, 
make it a much easier matter for 
you to establish NEW AC- 
COUNTS from the cross-roads to 
plate glass. 

GOOD “NEW-ACCOUNT- 
A-DAY” WILL PAY! 








H. LARKIN, Carl H. Merrow, 

¢ B. W. Drake, G. Stacy Bearse 

and Hubert S. James of the Stacy- 

Adams Co., showed the line of. this 

house at the Boston Shoe and Leather 
Fair. 


M. CLAGUIBEL of Havana, E. 
e E. George of Berkeley, Cal.; 
Walter Preston Field, Paul Mitchell 
and Richard P. Whitman, showed the 
Field Bros. Shoe Co., Inc., line of East 
Bridgewater to chain and department 
store buyers visiting the Boston Shoe 
and Leather Fair. 


8 McCARTHY, John S. Donovan, 
¢ Frank Sullivan and Charles T. 
Walls, showed the E. T. Wright & 
Co.’s line at the recently held Boston 
Shoe and Leather Fair. J. M. Munroe 
of the firm was also present. All re- 
port a good business. 


D. BOURNEUF and L. J. Faller 

¢ showed the Rickard line at the 

recently held Boston Shoe and Leather 

Fair, in addition to the Messrs. E. M., 

P. D., and Henry Rickard. All report 
a fine business. 


S. PITCHER, W. E. Brennan 
¢ and W. J. Brennan, report that 
their new Seald Seam shoe, which they 
claim is of waterproof construction, 
the upper being drawn down over and 
through the welt, was a popular seller 
at the recently held Boston Shoe and 
Leather Fair. 


EVEN of the Gregory & Read sales- 

men came to “The Hub” to show 
the lines of this house to their trade 
visiting the recently held Boston Shoe 
and Leather Fair. These men cover 
all the territory from the Canadian 
border to the Gulf of Mexico and Rio 
Grande, and from the Pacific Ocean to 
the Atlantic. The following men were 
in attendance at the Boston Fair: F. 
E. Gregory, J. E. Harriss, E. R. Wal- 
ton, C. Morganstern, Ira Stern, S. T. 
Perkins and J. D. MacDonald. 


poser FUSFIELD, who covers New 
York City for the Scholnick Shoe 


nard W. Moulton, assistant superin- OBERT MILLS, secretary of the Co., and John Meggett, who covers 
sr i ahepebceins Boston Shoe Astin, has pon Fonngivaia, and tie nile Wea 

Po . oe enjoying a vacation at his daughter’s for this house, showed at the recently 
from this organization, were present. a 4 northern Michigan. held Boston Shoe and Leather Fair, 











THE NIGHT OWL TAKES 
ORDERS 


The night owl sometimes gath- 
ers in orders, even as does the 
early bird that catches the worm. 
In support of this philosophy, it 
may be related that two sales- 
men, traveling together to the big 
city trade, sometimes stay in re- 
tail stores until after the last 
customer has gone home, and 
then they help the merchant 
close the books for the day, and 
write out orders for new sup- 
plies of shoes. 

Incidentally, it is said that 
they have sometimes sold more 
shoes between midnight and 
dawn than some salesmen sell 
from dawn to midnight. 











Hal Fairfield, who represents 
the A. E. Nettleton Co. in a wide 
range of territory of the West, 
Northwest and South, spends his 
vacations in the Maine woods. 
Hal did not pose for this pic- 
ture, but was “caught in the act” 
by a photographer for an out- 
door sports magazine, who pro- 
nounced it a “masterpiece” as 
to its artistic “set-up” 


the former at the Statler, and the 
latter at the Copley Plaza. 





PU Me 


SALESMANSHIP DEFINED 


Salesmanship is a _ mental 
process and while a good pair of 
legs will add to its volume and 
results, the mind must swing the 
matter if we are to be Masters 
of Men in the Main Street of the 
City of Life’s endeavor. 

What is salesmanship? An art. 

What is a salesman? An artist. 

What must be gained? Results. 

What is most needed now? 
Orders. 

Who can get them? You. 

When must we have them? 
Now.—From McElroy-Sloan En- 
thusiast. 














ees etasmesaspemee en 


ee 


BALM 
B-903—Patent Leather . “ 4 
M Toe Write for Agency Proposition. 
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The Master Sales Key to Increasing Profits 


Menihan’s In-Stock Department 


Every number is In Stock ready to be shipped to 
you. Every style is the Menihan answer to present 


popular demand. 


JANET CLARE hucoes Proce 
er ny Velvet with Black B- 224—White Satin. $4 
Sati Loor $4.65 M4 
23/8 Spike. Heel, Medium Round Toe J 
B-574—Light Black Calf 
B- a Velvet 
22/8 Heel, Medium Round T 


CRICKET Special Process 
B-980—Black Velvet with Black BAZO Special 
Satin trim . : $4.75 B-989—Patent Leather ... $4.7 
Medium Round Toe B-990—Gun Metal Calf . ~ 
B-993—Black Suede ... \ \ 
Medium Round 


JANET 
B-923—Black Velvet with Black 
Satin Loops 65 
15/8 Spanish Heel, Medium Round Toe 
REGENT 
IMP 8.973 Black. 
973—Black Satin. iawn 
B-924—Patent Leather : B-974—Light Black Calf. : 
B-926—Black Velvet 50 REGENT , 3 Inch Heel, "ound T 
Medium Round J 
7 B-3672— Patent ather 
19/8 Heel, Round Toe 


ERLE Special Process 
8-984—Black Calf with Gun Metal 
Patent trim 7 
B- Patent Leather with 
Pettipoint trim ° 
Medium ack Suede. 
—Java Brown Suede 
COL Special Process . "22/8 Heel, Medium Round ‘I 


INA 

B-925—Patent Leather with Imita- 

tion Cut Steel Buckle.. $4.75 
Medium Round Toe 


“ty MAXIE S 
7” B-982—Gun Metal Cz 
B-£83—Patent Leather 


‘ 45 
Combination Teather Bow, Medium 
e 


KINEO Special Process 
8-912—Brown Suede with Brown Kid X . 
‘ \ CLARE 
25 Basonweee Special Process B-918—Black Velvet...... 
Leather with Black B-915—Patent Leather with Black B-919—Patent Leather.... 
4.90 Calf saddle $4.85 iy 920—Black Satin..... 
B-916—Black Calf with Black Petti- ACE eci 14/8 Spanish Heel, Medium 
1 $4.85 ©-10t—Patont, Leather Toe 


point saddle 
Medium Toe Medium Toe 





SIZES AND WIDTHS 
AAA 60000005 to8 B weveccsseee ed % to 8 
BA cocccee eH tO 8 C cecccccceeed to 8 
coccccect to 8 
Cwenty-five cents additional for orders of less than three pairs. 
Terms Net 30 Days 


THE MENIHAN COMPANY | eal 


SHOEMAKERS FOR WOMEN—ROCHESTER, N. Y. B-226—White Satin. 
B-285—Silver Kid 


Gone Pe Makers of Menihan Arch-Aid Shoe. ae moon Hee. 
oe 














Medium Round 
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>rocess 
$4.75 
4.85 
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Annual Educational Event 
Will Be Held March 
14, 15 and 16, 1929 


Detroit, Mich. (UTPS)—The Bet- 
ter Merchandising Conference and Ex- 
position, an annual event that is de- 
signed to bring retail merchants in all 
lines of business into Detroit for a 
few days of training, attending lectures 











Detroit wholesalers and an event that 
means much to the wholesale boot and 
shoe trade here, will be held in Detroit 
on March 14, 15 and 16, 1929, accord- 
ing to plans perfected at a meeting of 
the board of governors of the Better 
Merchandising Association held in De- 
troit recently. 

The conference and exposition was 
held in February last year, but was 
changed to March because several of 












annual conventions in February. Thou- 
sands of retail merchants attended the 
last afair, at which nationally known 
business men made addresses. 

Plans were made at the board meet- 
ing to make the exposition bigger and 
better than ever before, according to 
Charles W. Collier, managing director. 














New Zesmer Department 


San ANGELO, TEx. (UTPS) — The 
Zesmer Shoe Corporation of Fort 
Worth and Dallas, has leased the shoe 
department of the Cinderella Shoppe, 
205 South Chadbourne Street, here, and 
will take it over Aug. 15. The entire 
Cinderella Shoppe stock will be cleared 
and the new proprietors will begin with 
oe now being purchased in the 

ast, 








Newark Executives on 


Tour 


_MiaM1, Fita. (UTPS)—Fred H. Rob- 
bins of Baltimore, Md., director of 
sales for the national chain of Newark 
Shoe Stores, and Mr. H. M. Reeves of 
Memphis, Tenn., Southern district man- 
ager, are engaged in a tour of the 
Southeastern states during which a 
Survey of business conditions is being 
a They expressed themselves as 

Ing very favorably impressed with 
the Miami branch and with the volume 
of business done here since it was 


and looking over the lines offered by | 


the large retail organizations hold their | 





Big Merchandising Conference 
Will Be Held in Detroit 





opened about a year ago. Earl Sneid- 
man is manager of the Miami store. 


| He was formerly with the company in | 


| Jacksonville, and has been in the shoe 
| business for fifteen years. 


Southwest Stores Report 
Fall Business Under Way 


Fort SMITH, ARK. (UTPS)—The 
fall shoe business is already opening 
in this territory, and a good demand 
is anticipated in the next two months. 
Fall styles already are sought by 
buyers. 


color. Dark tans are also popular, 


Dark blues and 
Whites have 


them at this season. 
| reds are good in kids. 
slowed down considerably. 

Pumps and straps are equally pop- 
ular, but the high heel is preferred 
above all others. Some sport Oxfords 
are moving. Vacationists and tour- 
ists call for Oxford styles. Sandals 
are in fair demand. 


New Store in Detroit 


DETROIT, Mico. (UTPS)—Samuel J. 
Bloomberg, owner and operator of the 
| shoe department concession in the 
Majestic Shop, 1031 Woodward Ave- 
nue, as well as manager of the mil- 
linery, lingerie and other departments 
of the latter business, opened the 
Arcade Shoe Shop on the second floor 
of the new Bird Arcade, Grand River 
and Joy Road, on July 27. The Arcade 
Shoe Shop carries a full line of Majes- 
tic footwear such as the downtown 
shop handles, for ladies, misses and 
children. 





To Add Men’s Shoes 


Detroit, Micuw. (UTPS) — Louis 
Schlussel, proprietor of Segal’s Cut 
Rate Cigar Store at 227 Monroe Ave- 
nue, has determined to add a men’s 
and boys’ shoe department to his busi- 
ness at this address. The department 
will be conducted as a separate busi- 
ness under the name of Segal & 
Weiner, Inc. The concern has been 
incorporated for $10,000, all of which 
has been subscribed and paid in, $1,000 
in cash and $9,000 in _ property. 
Edward Schlussel, son of the proprfe- 
tor, is manager of the business. 





Black continues to be the leading | 


although ordinarily there is no call for | 





“Tearn-to-Swim” Week 
Helps Sell Bathing Shoes 


INDIANAPOLIS, IND. (UTPS) 
“Learn to Swim Week,” held here re- 
| cently, brought about the biggest de- 
mand for bathing shoes in the history 
of Indianapolis. The department stores 
| especially got the benefit of the occa- 


| sion, which was given front page pub- 

licity in all the daily papers of the 
| city. In most of the large department 
stores, special tables adjoining the dis- 
play of bathing suits, were attractively 
| arranged with popular priced bathing 
| shoes. Sales people were instructed to 
suggest shoes and other accessories, 
| with the result that more shoes were 
|}sold than ever before. Some of the 
stores wired repeat orders in order to 
hurry shipments to supply the urgent 
demand. The larger shoe stores carry- 
ing lines of bathing shoes, got their 
share of the business, especially those 
who advertised the merchandise during 
“Learn to Swim Week.” 


7 e a 
New Man for M. O'Neil 
CLEVELAND, OHIO (UTPS)—Joseph 

Zahn, manager of the Queen Quality 
Boot Shop, Cleveland, Ohio, has left 
to take charge of the ladies’ shoe de- 
partment in the M. O’Neil store, Akron, 
Ohio. Hobert Smith, former assistant 
manager of the Queen Quality Boot 
Shop, has been appointed manager, 
succeeding Mr. Zahn. 


| 


Predicts Blue Kid Will 
Be Popular This Fall 


CLEVELAND, OHIO (UTPS) — Black 
will lead the suede group for fall with 
brown a secondary choice in this mate- 
rial, according to Stanley Chisholm of 
the Chisholm shoe chain. Blue kids 
will have a heavy call this fall while 
black patents should run as strong as 
ever. Alligator will prevail to some 
extent. About 19/8 heel, he believes, 
will be about the popular height. 

Brown kid, blue, black, and brown 
suede, are coming out strong this au- 
tumn, according to Thomas Patsky, 
manager of the Bedell Co. shoe de- 
partment. High heel oxfords, he 
thinks, will have a good run. 

E. A. Clark, manager of the Stones 
Shoe Stores, Cleveland, Ohio, believes 
that black patents will be cut down 
to about 40 per cent of the sales this 
| fall due to the influx of crépe, and 
new fabrics on the market. Reptile 
with brown kid quarters will be a good 
number. Calcutta lizard with brown 
combinations, will be very good. Brown 
and black suede, he says, should have a 
| satisfactory run. 
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Merchants Points 
the Way to 
Profits 


The “Merchants Habit” cuts 
overhead—and builds profits. 
We select the styles and back 
our judgment by stocking the 
shoes. You order as you need 
them. No waiting—no over- 
stocks on your hands. 


Quality is assured—for we are 
the selectors of merchandise 
for a wide-spread group of 
customers—and quality is of 
paramount importance. 


Get the ‘Merchants Habit’”— 
It pays. 


Yours for good business, 
Geo. M. ROsEN, 
Gen’l Mer. 
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DOLORES 

Black Patent 

Black Satin 
Spike and Cuban A-C 


$3.50 


SALLY 


Patent Vamp, Black Herring- 
bone Quarter 
Golden Brown Kid Vamp 
Brown Herringbone, Qtr. 
Baby Louis Heel 


$3.50 


THELMA 


Patent Leather 
Black Lizard and Calf Trim 


$3.50 
Black Ooze 
Black Lizard Calf Trim 
Spike and Cuban A-C 
$3.60 


BABS 
Patent Leather 
Marron Kid and Brown 
Lizard Calf Trim 


$3.85 


Black Ooze Patent Trim 
Brown Ooze, Java Brown Kid 


Trim 
Spike and Cuban A-C 
$4.25 


VIOLA 
Patent—Black Lizard Calf 
m 
Java Brown Kid—Brown 
Lizard Calf Trim 
Spike and Cuban A-C 


$3.85 


RAMOLA 


Black Ooze, Black Lizard 
Calf Trim. 


Brown Ooze. 
Brown Lizard Calf Trim. 
Spike and Cuban A-C 


$4.00 
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Carranza Boots on Display 


Syracuse, N. Y. (UTPS)—Two days 
after Emilio Carranza, the Mexican 
will aviator landed in New York 
City he placed an order with the New 
York office of A. E. Nettleton Shoe 
Company for a pair of riding boots. 
They are of size 5-C, made of tan calf. 
The order was filled and the boots ar- 
rived in New York the day after Car- 
ranza was killed. These boots will now 
be placed in the show rooms of the 
New York office for exhibition. 


Men Buying Sports Shoes 


INDIANAPOLIS, IND. (UTPS)—Sports 
footwear for men is in demand, and 
several of the leading merchants are 
sending in orders at this date. White 
and black are the favorite, with some 
demand for white and tan. Merchants 
have been unable to keep enough stock 
on hand during the season. 

Red and blue in ladies oxfords are 
outselling all colors. Whites have been 
very good and still being called for, 
with most of the leading merchants 
unable to supply the demand. ‘The 
season for white footwear started in 
early with a strong demand of con- 
sistent nature for white shoes for 
women and children. Deauville san- 
dals in tan and white and black and 
white are going well at present al- 
though the volume is nothing surpris- 
ing. 


Shoe Store Changes Hands 


Detroit, MicH. (UTPS)—tThe retail 
shoe and clothing business of Morris 
Newman at 11003 Kercheval Avenue 
has passed into the hands of Schoen- 
feld & Schoenfeld, wholesale house at 
158 Jefferson Avenue, East. 





Selling the Trade on 
Neighborhood Buying 


Detroit, Micu. (UTPS)—Benjamin 
Sobel, proprietor of the Meybel Com- 
pany, shoe retailers at 17901 John R. 
Street, and chairman of the gala day 
committee of the John R. Business 
Men’s Association, was in charge of the 
gala day féte and baby show staged 
by the merchants of that thoroughfare 
on July 25. The affair began at 
10 a. m. with races and competitive 
athletic events for which prizes were 
offered by the merchants, and con- 
cluded with a street dance by moon- 
light and the baby show in the evening. 
The object of the celebration was to 
urge upon the adjacent populace the 
advantages of shopping in the neigh- 
borhood. Three other retail shoe mer- 
chants, George Ansur, at 17242; 
William G. Scholes, at 17707; and 


Joseph Goldshen at 17836, also took a | 


prominent part in the féte. 


Knoxville, Tenn., Reports 
Record White Season 


KNOXVILLE, TENN. (UTPS) — Pat- 
ents and some of the tan shades are 
beginning to herald the end of one of 
the best white seasons in several years 
at the Spence Shoe company, Gay 
Street. An ivory kid with blond silk 
kid trim that takes the form of a 
unique one-sided strap arrangement is 
still one of the best numbers as it has 
been since its arrival early in the sea- 
son. Prints have sold equally well 
with the whites, and have, in fact, 
been one of the best selling novelties 
that this store has sponsored for years. 
Sandal effects in patents have been 


quite good, but are giving way to the 


more conservatice types as the season 
advances. Calls for the darker colored 
kids are beginning to come in, presag- 
ing a preponderance of demand for that 
type for early fall wear. 


—_———_—_ 


New Sterling Store 


PROVIDENCE, R. I. (UTPS)—The 
Sterling Shoe Store will occupy large 
new quarters in the Loew Theater 
Building, now nearing completion on 
Weybosset Street. The new store is 
adjacent to the present store of the 
company and it is planned to operate 
both places for the present. 





Cleaning Up for Fall 
in San Francisco 


SAN FRANCIsco, CAL. (UTPS)—The 
shoe men here have one advantage over 
the retail merchants in most places 
during these “summer clean-up” ef- 
forts, and that advantage lies in the 
fact that the interior valleys of Cali- 
fornia, sweltering in summer heat, 
disgorge large gobs of their popula- 
tion into San Francisco for the sum- 
mer season. This more than makes 
up for the San Franciscans who go 
away to beach resorts up and down 
the California seacoast. .Being a sum- 
mer resort in itself, this city enjoys 
unusually brisk July-August trade 
whenever these months are unusually 
hot in the interior—and the incoming 
sunburned hordes declare that it 
unusually hot in both the San Joaquin 
and Sacramento Valleys. Shoe men 
| report very good summer business, with 
| few exceptions. 
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The ‘Trend of Hide Prices 
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Cover the Following 


Industries and 
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Automotive Industries 
Automobile Trade Journal 
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Motor World Wholesale 
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Chilton Catalog & Directory 
Automotive Industrial Red Book 
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Hardware Age 
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Oil Field Engineering 
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NE of the principal advantages, 
shared alike by the twenty-two unit 


members of the United Publishers 
Corporation, is the fact that the proper 
material for each assignment is always 
at hand. 


The resources of the parent company 
supply each individual publication with 
its proper working tools. 


It is on this account, that in its respective 
field, each U. P. C. publication is con- 
stantly ready to meet and solve the prob- 
lems of its industry — either editorially, 
for the benefit of all, or from a marketing 
or advertising standpoint, for the benefit 
of an individual. 


You are always invited to call upon any 
unit for such assistance as you may need. 
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These shoes are In 
Stock for Immedi- 
ate Delivery. Spike 
and Cuban Heels. 
C Wide. 








No initial orders for 
less than 12 pairs. 


Many other novel- 
ties constantly In 


Stock. 














IUinois College class listening to lecture 


STUDY CHIROPODY 


Graduate Chiropodists Earn 
From $5,000 to $15,000 a Year 


No profession has attracted shoe men and women more than 
has Chiropody. Today many of the world’s leading Chiropodists 
are former shoe people who have followed up their valuable ex- 
perience at the fitting stool with a course in Chiropody. Today 
they are earning from $5,000 to $15,000 a year. 

The world needs Chiropodists. The opportunities are unlimited. 
In the United States there are about 162,000 physicians, about 
82,000 dentists, but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody 
in America equips you for practice. 15th year. You are ready to 
enter with four years high school or equivalent. Largest foot 
clinic in world—over 16,000 foot cases handled annually, large 
faculty physicians, surgeons, chiropodists—study in i 
you can earn while you learn. Write for catalog. No obligation. 


«= =.=MAIL THIS COUPON TODAY--=-=- = 
ILLINOIS COLLEGE OF CHIROPODY, 1327 N. Clark St., Chicago 


Gentlemen: Please send m d, latest log and complete 
information relative to Chinoedy and your school. 


Name 
Street and Number 


City. 

















Two Color 
Printed Price Tickets 


(Shown in actual size ) 


Any prices wanted 
$1 to $22.50 
6-doz. assorted $1.10 


12 each of 6 different 
prices 
85c 


12 of one price, 15¢ 


Cash or stamps with 
order 


(Six dozen included with monthly show card service No. 1A, 
No. 2A, No. 1C, No. 3A) 
First month’s service sent 


SHOW CARDS jnbie to 5-day approval to 


any well rated merchant. 


Merchants Service —_ & aor — Chicago 
D q ease sen ollowing pr 


Boot and Shoe 
Recorder 
189 W. Madison St. 
Chicago 


(1 Send details on Card § 
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trom Paris — 


ma = Ules j 
ny distinctiy. n 


ly new ideas 


mported exclusively 
om GOLO factories. 


eathered ornaments 
d feathered mules 
re “the rage” now. 


Chanteclair 


Reg. Trade-Mark 





These are but two 
representative ideas 


in the “Chanteclair” line. 


“It’s Great to Get Up in the 


Morning” 


6 ECAUSE I’ve quit clattering around all day on hard, 
noisy nails. I found a rubber heel that’s packed with 

pep, comfort, buoyance. A heel that adds snap and style to my 

daintiest shoes. I.T.S. Super-Quality is MY heel from now on.” 

Extra good looks, extra 

long wear and a lively 

resilience that makes for 

sound sleep at night and 

plenty of zip in the morn- 


ings. That’s I.T.S. 


She’s bringing in some 
shoes today for re-heel job. 
If you want her patronage 
you'll have I.T.S. Super- 
Quality ready for her. 


THE I.T.S. COMPANY, ELYRIA, O. 


Is yper-Ouality 
I RUBBER HEELS 


a Sales Office: Have Your Heels Straightened. Your Shoes Will 
epublic Bldg., Chicago Wear Longer. 
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WHERE TO BUY 
Men’s Shoes 








Shoe Market News 











A. E. NETTLETON CO. 
H. W. COOK, President 
N. Y¥., U. 8S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co, 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 



















WONEST ALL 


50 STYLES IN STOCK 


BMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


co. 





$00 psunen MOR 
KUMFORT-ARCH SHOE 
EXCLUSIVELY BY THe 


maAOe 
EMERSON SHOE MFG CO 
ROCKLAND, MASS. 





























i Tus 
SHOE | 
FOR MEN 
@) M. A. PACKARDCO., Makers (P) 
BROCKTON ___ 








<\ 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 




















Branch Changes 
Made by Beacon 


Falls Rubber Co. | 


BEACON FALLS, CoNN.—Clinton E. 


Little, president of the Beacon Falls ; 


Rubber Shoe Co., announces that the 
branch formerly in Kansas City is 
being moved to St. Louis from which 
point he feels that they will be able to 
make ‘better distribution and to cover 
additional territory. The new St. Louis 
branch will be in charge of John J. 














Meacham, formerly manager of foot- 
wear sales for Hamilton Brown Shoe 
Co., at one time, also, connected with 
the St. Louis branch of the United 
States Rubber Co., and, in more recent 
years, manager of the New York 
branch of the Beacon Falls company. 

Andrew F. Mosy, until recently man- 
ager of the Pittsburgh branch of the 
Beacon Falls company, has been trans- 
ferred to the New York office from 
which point he will direct the activities 
of both the New York and Pittsburgh 
branches. 

The larger portion of New York 
State, formerly served by the New 
York office, in the future will be served 
direct from the factory at Beacon Falls 
under the direction of G. Ray Simons, 
manager of sales. Mr. Simons has 
been with this company almost since 
its organization and has a wide circle 
of friends among shoemen throughout 
the State. 

“Inasmuch as the volume of rubber 
footwear is handled in such a compara- 
tively short period,” says President 
Little’s announcement, “we feel that 
the changes we have made will greatly 
aid us in giving our customers the ser- 
vice they require on Top Notch rubber 
and canvas footwear. 





Arthur L. Evans Now 
with Ault-Williamson 





To Be Head of New Dealer Service 
and Sales Promotion Department 


AUBURN, MeE.—The Ault-William- 
son Shoe Co. announces that Arthur L. 
Evans is to be the head of their dealer 
service and sales promotion depart- 
ment, with headquarters in the Metro- 
politan Building, 260 Tremont Street, 
3oston. 

Mr. Evans is widely known in the 
shoe, industry. 
Syracuse -University, 
than twenty years has been prominently 


especially in ardent advocacy of the 
cause of retail shoe dealers and their 
sales people. 


Mp cs in the Boot and Shoe Recorder 
NETTLETON | NATIONAL NEWS AUGUST 4, 1928 EVERY \ERr 
Shoes of Worth —== 


| Ault-Williamson Prize 
Won by Al. F. Wiegand 


AUBURN, ME.—The Ault-Williams, 
Shoe Co. has just anounced that th 
prize offered during May to the wif 
of the salesman whose territory shows 
the greatest gain in sales over the cq. 
responding month last year, has be 
sent to Mrs. Wiegand. She is the wif 
of Al. F. Wiegand, who represenjs 
A-W in Washington, Oregon, Ida} 
and western Montana. 

Mr. Wiegand is one of the laier cop. 
ers on the Ault-Williamson sales fore. 
and is to be congratulated on winning 
this contest, as he had been covering 
his territory only since March of this 


year. 

Mr. Wiegand ‘traveled in the North. 
west for three years before becoming 
associated with the Ault-Williamsm 


Co. He is a native of Helena, Mont 
where he started in the shoe busines 
at the Thistlewaite Shoe Store whena 
boy. He later was connected with 
Gamer’s Shoe Store in Butte, and went 
from there to Allan’s Shoe Store in 
Seattle, where he was in charge. With 
his fine background of retail experience 
Mr. Wiegand is able to be helpful t 
the retail shoe merchants in his terri- 
tory, and thoroughly to understand 
their problems and requirements. 



























He is a graduate of | 
and for more | 


identified with movements for the bet- opportunity’s front door. 


terment of conditions in the shoe field, | 


| man’s front door, but nev 


Lape & Adler Factory 
Is Being Enlarged 


CoLUMBUS, OHIO.—The Lape & Ad 
ler Co. has started work on the co-§ 
struction of an additional floor to their 
present six story factory building 
This new floor space will be devoted en- 
tirely to their Foot Friend Stock De 
partment. 

R. E. Yater of Hale Brothers, Inc, 
with stores in San Francisco, Sacra 
mento and San Jose, Cal., has been aj- 
pointed resident buyer with offices » 
New York City. , 

The Lape & Adler Co. has recent 
opened a New York office at 608 Mar- 
bridge Building. This office will be™ 
the charge of F. L. Armstrong wh 
covers New York City, parts of Nev 
York State and the city of Philade 
phia. Mr. Armstrong was _ former! 
with the Crossett Co. J. C. lriedauel, 
who covers New Jersey and portions @ 
New York State for the Layo & Adler 
Co., will also make the New York of! 
his headquarters. 




















Opportunity walks h2 in hand 
with the man who is prepa e 
Work well done leads right ™ 


Opportunity laughs at e 
who is trying to take sho 
Opportunity passes right 
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Pennington Gilbert Co. 


To Increase Production 


Sr. Louis, Mo.—W. J. Wilson, sales 
manager and style man for the Penn- 
ington Gilbert Shoe Co., Rolla, Mo., 
reports that the company’s business is 
well ahead of last year and that book- 
ings for the fall have been extremely 
satisfactory. Plans are under way for 
increasing the production capacity of 
the factory. Mr. Wilson has made 
quite a record for himself in building 
up the business of the Pennington Gil- 


bert Co. 















ye 





Toleo Calf Colors 


(An Advertising Correction) 







“In the page advertisement of 
the Ohio Leather Company fea- 
turing Toleo Calf, by mistake 
several colors which are now in- 
cluded in the line were omitted, 
and we wish to correct this error 
by calling the trade’s attention to 
the following which make up the 
modish range of colors of ‘folco 
Calf. 
















Parchment Burma 
Honey-beige Mocha Bisque 
Mode Beige Tangier 






Trotteur Tan 
Spanish Brown 
Marron Glace 


Whippet 
Grege 





























Harry R. Abbott Dead 


Boston, Mass.—Harry R. Abbott for 
the past year and a half general sales- 
manager of the Joseph M. Herman 
Shoe Co., and for eight and a half 
years previous one of its leading sales- 
men, died of heart failure Monday 
morning, July 23, at his home, 227 
Haven Avenue, New York City. 

He is survived by a son, W. Earle 
Abbott, who is a member of the J. M. 
Herman salesforce covering part of 
New York City. His funeral took place 
on Wednesday, July 25, and was at- 
tended by many members of the Herman 
organization. He was well known 
among the trade for his likable quali- 
ties. He formerly owned the Brockton 
Heel Co. 

R. A. Longmore has taken his place 
as general salesmanager. 
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M. A. Packard Outing 


BrRocKTON, Mass. — More than 300 
employees of the M. A. Packard Shoe 
Co. and members of their families went 
to Crescent Park, R. I., July 21, for an 
outing which it was voted will be an 
annual event. Buses and private cars 
took the party to the beach where after 
a light lunch a program of sports in- 
cluding two baseball games and water 
events were run off, with appropriate 
Prizes for the winners. Later in the 
evening there was a clambake at which 
members of the firm made remarks. 
Arrangements were in the hands of a 


committee of which George Murray was 
chairman. 






















Haverhill Production 
About 60% Black 


HAVERHILL, Mass. — Blacks consti- 
tute 60 per cent of the shoes now going 


through local factories, with .several 
plants given over almost exclusively 
to the production of black patents, 
velvets, and satins. The women’s Mc- 
Kay factories are especially brisk, with 
the industry generally showing great 
activity. Employment has_ increased 
weekly since the opening of the month 
and local unions report more full-time 
employment than at any period since 
the Easter rush. 

Novelty type footwear in both black 
and brown is being featured for fall 
and winter. Pumps and strap effects 
lead very obviously, with ties and ox- 
ford numbers next in line. Upper 
leather in the popular browns is not 
easily secured and manufacturers are 
encountering delays on this account. 
The darker leathers strengthen as the 
season advances. Fabrics, 
velvet, are showing favor. Some colored 
velvets are appearing, but black velvet 
is the outstanding fabric. 

Enlarged cutting and fitting rooms, 
remodeling of factories, and a general 
effort to increase factory output indi- 
dates the upward trend of local busi- 
ness. Large orders are acknowledged 
by several of the larger plants, with all 
the establishments sharing in the im- 
proved conditions. 


Turn Production Doubled | 


BROCKTON, Mass. — Ten weeks after | 


the inauguration of a new feature for 
Brockton, a turn shoe for women, the 
George E. Keith Company last week 
announced it has started to double its 
production of this type of footwear 
from 450 pairs a day to 1000 pairs. 
They are the only concern in this dis- 
trict manufacturing this type of shoe. 
The factory engaged in this work now 
is working on full time and many ad- 
ditional hands have been employed. At 
the present time about 400 hands are 
employed in the turns plant, many of 
whom are new to the work, but they 
have shown a marked proficiency in 
their duties. For several years Supt. 
Charles E. Moore has advocated the 
addition of this type of shoe to com- 
plete the Walk-Over line, particularly 
because of the demand for turns in the 
south where women’s heavier welts are 
not so popular, and the fact that the 
new work has proceeded so smoothly 
and successfully in this short period 
is gratifying to the company and the 
superintendent. Turns formerly were 
— in the Boston plant, later moved 
ere. 





Southard in Ohio 


Cotumsus, OHIO (UTPS) —W. E. 
Southard, formerly secretary of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation, now executive secretary of the 
New. York State Shoe Retailers Asso- 
ciation, was is Columbus recently re- 
newing old acquaintances. Mr. South- 
ard reports that he is busy arranging 
for the annual convention of the New 
York State Association to be held at 
Syracuse in September. 
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WHERE TO BUY 
Men’s Shoes 
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STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 


THE 











WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The or menchentinn at the right prise. 
amples s on rT . 
HY-GRADE SLIPPER SUPPLY 
683 Broadway New York Ci 
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WHERE TO BUY 
Ballet Slippers 


BT 8 8 8 Be 8 a 








Sumith 
ehcuets 


Rights and Lefts 
Two Grades 


Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.30 1.25 


In Stock 
325 West Monroe 






wm. 
SUMNER 
SMITH 
Chicago, Ill. 














Im Stock Black Bal- 
let Slippers 

1.25 pr. 

1.20 pr. 

Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane 8&t., 
New York, N. Y¥. 

















BALLET SLIPPERS— IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Head Ture 
Soft Tee 
Child’s 6 te ti—é6i 
Misses. 11% te 3 fae 
Women’s 2% te 8&—I. 
Alse Hard Tess 
& HERDER, Inc. 
im Ballet Manufacture 
ith St., Philadelphia. Pa. 
















BALLET SLIPPERS 
Made on Right and Left Lasts 
Wom. Miss. Childs 

No. 600 Black Kid..1.45 1.40 1.35 


Coast Prices Slightly Higher 
BROOKS SHOE 
MFG. CO. 
Philadelphia— 


1725 No. 6th 8t. 
Los Angeles—1162 So. Hill St 







STQCK 
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WHERE TO BUY 
Slipper Quilting 
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SLIPPER MANUFACTURERS, 
ATTENTION! 
es ° 
We Do Quilting 
For good workmanship and 
quickest service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


i 





Men’s All Leather House Slippers 


HAND TURNED— 
IN STOCK 





Heel. 
Send ea ples. 
ROTH & —_ | SHOE CO. 
jan ° 
124 N. 3rd St., Philadelphia 




















Two Strap Sandal 


“Hand Turned” 
In Stock 
C to E—2%-9 
No, 3-2 at $2.35 
MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 




















ES aT O* the Berter Grade 
For the Better Trade” 

xo =m Hl we 

‘igi! 





and Salesrooms 


New York rth 
M and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


= a= aM 
Ostelog 
¢ sont on 
request 









| bought. 





Heavy Volume of Orders 


Reported in St. Louis 


St. Louis, Mo.—With the salesmen 
in the territories and merchants buying 
fall shoes, nothing but optimistic re- 
ports are heard along Washington Ave- 
nue in the wholesale district. 
are coming through in good volume 
and particular emphasis is placed on a 
change in the crop situation during the 


past month. There is definite assurance | 


now that good crops will be general and 
this condition is being reflected in the 
buying throughout the agricultural dis- 
tricts. 

Without doubt, gains in shipments 
will be general throughout the industry. 
Figures reported for three weeks in 
July were unusually large and when 
the total is added a good report will be 
forthcoming for the month. 

Early indications are that patent 
leather is leading all other material. 
In the cheaper field it is at least 65 
per cent of the volume. Brown kid 
and brown calf in welt shoes is second 
and this color is strong with a figure 
of 25 per cent of the shoes being 
The remaining 10 per cent is 
— between suedes, satins and blue 

id. 

In better grade shoes patent is not 
as strong, the estimated volume being 
placed at 50 to 55 per cent. Suedes, 
both in brown and black, cut in some- 
what in this field as does blue kid. 

While July will show a gain and the 
1927 figures were extremely large, Aug- 
ust is expected to prove an even better 
month with increases in both shipments 
and sales. 


Retail Stocks Clean 
in St. Louis Stores 


St. Louis, Mo.—A survey of the re- 
tail shoe stores during the past week 
finds all types and styles of footwear 
being purchased but at a price which 
usually attracts the bargain hunter 
during this sale period. Surplus stocks 
are not heavy and the shoes offered are 
for the most part odds and ends of 
broken sizes. Two types that are re- 
quiring extra effort in being disposed 
of are straws and prints. This is true 
particularly in the cheaper grades. 

Whites have been cleaned up and 
few pairs will be carried over. This 


| statement applies to a majority of 


stores. One or two high-grade shops 
announced that whites are lagging and 
a good number will be placed on the 
shelves for a long winter’s sleep. 

Business for the month of July 
ended with a gain; in some stores the 
increase was substantial. The largest 
figure reported was approximately 18 
per cent. 

Woven sandals have been one of the 
best sellers of the year. They have been 
2 clean-up in both medium as well as 
the better grades. At present calls 
are being heard for this type of mer- 
chandise with practically all stores 
cleaned out of sizes. Parchment kid 
still remains good. While this color 
started slowly. after it attained its 
proper place in the stvle parade. it 
never took a backward step. Few pairs 
of blond are to be found in the stores 
and many pairs carried from the pre- 


vious year were moved in the demand | 


for this color. 


Orders . 











Cincinnati Shoe 


Factories at Capacity 


CINCINNATI, OHIO — Practically al] 
Cincinnati shoe factories are running at 
capacity, and manufacturers expect to 
be able to keep this up for the next six 
or eight weeks. Some companies stil] 
have their men on the road soliciting 
business for fall, while others haye 
called their territory salesmen in and 
will not send them out again for two 
or three weeks. Sales managers report 
bookings to be very heavy for both im. 
mediate business and fall delivery. 

Most of the fill-in orders call for 
sandals—red, green and blue kid and 
whites. One wholesaler reports that 
the white season thus far has beep 
bigger with him than for the past five 
years and he expects whites to continue 
very strong through August. 

Some manufacturers report black to 
be responsible for 50 per cent of fal] 
orders, while others place the estimate 
as high as 75 per cent. The biggest 
part of these black orders are for 
patent, although there is some cal! for 
kid, suede, reptile and calf. 

Browns are being bought pretty 
heavily in some sections of the country 
and it is reported that brown kid is 
very popular in practically all quarters. 
Brown suede is taking fairly wel! with 
the trade, although it is weaker than 
black suede. 

Shoes with narrow pivings are very 
good and trims and combinations com- 
pose a large part of the output of some 
of the Cincinnati factories. Popular 
heel heights are around 16/8 and 18/8 
and in designs ties and oxfords are 
making a better show than they did 
earlier in the season. 

The factory of the Julian-Kokenge 
Company is running at capacity and 
Richard Stix, advertising and merchan- 
dising manager, expects to keep up this 
run for another month. Black patent, 
black suede and tan calf are specified 
in practically all orders received by 
J & K for fall delivery. 

The Stanley Duttenhofer Shoe Com- 
pany is enjoying a good run of busi- 
ness from both its salesmen who are 
in territories and from mail orders. 
Mr. Duttenhofer reports black patent 
and brown kid as the big leaders for 
fall. Shipments for the month of June 
from Duttenhofer were heavier than 
for the same month of any year in the 
company’s history. 

The plant of the Big “K” Shoe Com- 
pany, manufacturers of misses’ and 
children’s shoes, has been running ata 
very brisk pace for some time and fat- 
tory officials expect to keep this up 
through August. 
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Sol N. Cline Dead 


NASHVILLE, TENN., July 24 ( UTPS) 
—Sol N. Cline, former shoe merchant 
and well-known business man in this 
community, died at his home July 12, 
following an illness of several years. 

For many years Mr. Cline was 
the shoe business as a member of the 
firm of Cline & Gordon, which was later 
changed to Gordon-Martin & Cline 
Three years ago he retired from active 
business although he retained his com 
nection with the firm of Berrheim & 
Cline on Second Avenue. 
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Lynn Reports Record 
Volume of Booked Orders 


LYNN, Mass.—For a word picture of 
Lynn’s business as it is, there is the 
rep ort of the manufacturer who says: 

“Shoes and more shoes—that’s the 
story here. We haven’t had so many 
orders ahead for years. And salesmen 
on the road are sending in more. We 
never saw so many types of shoes on 
our racks. Go through our factory, and 
if you find six cases of shoes that are 
alike, then we will give a fish dinner. 
Our superintendent went through the 
mill the other day, and the best he 
could do was to find four cases alike. 

“Buyers have spread our their orders 
over all styles of leather ani —— 
as well as all styles in si.ocvs. 
never made so many different kinds of 
shoes at a time.” 

For another matter that is unusual, 
there is the increasing sales of bootees. 
Case lots of them are being put through 
on rush tags in one shop. They are 
found mostly in the popular grades. 
The total is not yet great, and it re- 
mains to be seen what the future may 
bring forth. 

“Forget the word boots,” 
style maker. 
hi-pumps, or ankle-oxfords or any other 
novel name you can think of. Keep the 
mind of pavement pounders away from 


says one 


“Speak of bootees, or | 


the idea of boots. Make women think | 


they are getting a style that is entirely 
new. That’s the way to sell the new 
type of footwear.” 

Strap pumps, deftly contrived, con- 
tinue to be the best selling merchan- 
dise. Many of the straps continue to 
fasten with buckles. It is said that 
seven in ten pairs of strap pumps are 
buckle fastened. This summer season 
has brought the biggest fashion of 
buckles yet. Of late, there has been 
some gain in oxfords and ties, and 
side lacers are among them, not the 
old timer that laces on the shank, but 
a new pattern that laces by the throat. 
Sometimes it is only an imitation lace. 
for here is a gore under the throat, 
which makes the shoe a step-in. 


Blacks keep on leading for volume 
business. Sixty per cent blacks is the 
report from one shop, and 80 per cent 
from another. Tanners of suede calf 
report 50 per cent black and 50 per 
cent browns. Blue is showing a wide 
range of tones, the darkest shading 
down to almost black and the lightest 
rising to a sunrise blue. There is no 
let up in the demand for reptiles. A 
lot of new art fabrics have appeared, 
such as “marble” velvet, spotted with 
colors, embroidered velvets, the threads 
being in monotones or colors, corded 
silks, art satins, and brocades, and 
=. the new wool shoes of tweed like 
a rics. 


Cantelmo with F. Mayer 





| E. R. Apt Shoe Co., Exeter, N. H., will | 


A. Freedman Holds 
Outing 


BROCKTON, 
employees of A. Freedman & Sons Co. 
went to Crescent Park, July 28, for their 
third annual outing. After a clambake 


there was a program of sports in- | 
cluding a ball game between the | 
married and single men, races and | 


water sports. Prizes were pairs of 


shoes made by the firm. Featuring the | 


dinner hour was an address. by 
Abraham Freedman, treasurer of the 
company, who thanked the employees 
for their fine cooperation during the 
year, 
hand would keep the plant going for 
some months. 





Manchester to Have 
Branch of E. R. Apt Co. 


MANCHESTER, N. H.—Manchester’s 
shoe industry this week received a big 
boom with the announcement that the 


establish a branch in this city and has 
taken a lease of 50.000 square feet of 
floor space in the No. 12 weave mill of 
the Amoskeag corporation. The Man- 


| chester factory will be operated in con- 


junction with the Exeter factory. The 
local business will employ 300. Opera- 


tions are to be begun early in the | 


month. The firm plans to give employ- 
ment to between 500 and 600 after a 
few months. Orders are available for 
immediate operation, with year-round 
work assured. 

The Apt Shoe Co. makes a line of 
women’s McKays, the product going 
largely to the chain store trade. The 
company will begin making 2000 pairs 
daily at the Manchester plant, with 
4000 pairs to be the ultimate output. 

E. R. Apt has been associated with 
the shoe business for a long period of 
years, and has done business for sev- 
eral years in the Gale Bros., Inc., plant 
at Exeter, N. H. Besides being presi- 


| dent of the New Hampshire company, 





ROCKLAND, Mass.—F rank Cantelmo, 


one of the best shoe executives in the 
Old Colony district, and for many years 
employed in an executive capacity by 
Rice & Hutchins, Inc., has gone to Mil- 
waukee where he becomes superintend- 


_ ent of the F. Mayer Shoe Co. in that 


city. Mr. Cantelmo will move his 
family there later after he has become 
established. 








Mr. Apt is also president of the Shu- 


Boor AND SHOE SECORDES 


Mass. — More than 100 | 


and announced that orders on | 





Stiles, Inc., of St. Louis, Mo., a distri- | 


buting house. 
treasurer of the Apt company. 


Buys Thirkield Branch 


MIAMISBURG, OHIO (UTPS)—A. B. 





Kaufman & Co., of Lebanon, Ohio, has | 


purchased the Miamisburg branch of 


the E. B. Thirkield & Sons Co., at this | 


which consists of a woman’s 
shoe departments and 
The Thirkield Co. 


place, 
ready-to-wear, 
dry goods store. 


is one of the oldest in southwestern | 


Ohio, having been established about 75 
years ago. The 
was established in 1876. Sam Kauf- 
man will be resident manager. 


Miller Off to Europe 


CoLumBus, OHIO (UTPS)—Fred A. 
Miller, president of the H. C. Goodman 
Co., operating eleven shoe manufac- 
turing units in Columbus and Lan- 
caster, sailed from New York recently 
with his wife, son and daughter for 
an eight-weeks trip in France, Eng- 
land, Italy, Switzerland and other 
countries. 





J. Edson Andrews is | 


Miamisburg branch | 
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WHERE TO BUY 


Women’s Novelties 











im Stock $3 to $6 
sellers. 


If you want to 
see good shoes 
cheap, write for 
circular! 





Samuel Cohen 
Shoe Co. 
72 Liancoin St., Boston, Mass. 











Latest Styles at 

Popular Prices 
in Stock, - 
ST-NEW WRK 
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WHERE TO BUY 
Children’s Shoes 


6 6 6 ee ee ee 


“ELAM” 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 

















WHERE TO BUY 


Standard Shoe Materiais 














The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Teasertes at Danverspert. 95 Seuth St.. Basten. Mase 


West Virginia 


Adds to the Wearing Quality 
of the Shoe. 


Pulp Products Department 


WestVirginia Pulp & PaperCompany 
Detroit New York Chicago 
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WHERE TO BUY 
Shoe Buckles & Fabrics 


hE 6 Ee ee 


CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 
MAISON MANN, INC. 
formerly 
BAUER & MANN 
3 West 20th St., New York 


99909090990 000000000006060 
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E CUT STEEL— Ee 

IMITATION STEEL 

i BEADED 
SHOE BUCKLES 

T «.&&. VEITH, IN OT 


—Importers— 
9-11 East 38th, New York 
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WHERE TO BUY 


Store Fixtures 


CO FF EE 


HAVE YOU A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


| GOODWIN & CO Inc 
Worcester, Ma 





New Cut Sole Firm 


HAVERHILL, Mass. — Melvin F. 
Marsh, local cut sole dealer, has sold 
his interest in Melvin F. Marsh, Inc., 
Boston, to E. M. Davidoff, who will con- 
tinue the business in Boston. Mr. 
Marsh returns to active association 
with the local industry, reengaging in 
business at 57 Wingate Street under 
the name of the M. F. Marsh Co. He 
will deal in cut soles. 


Rubber Cushions Inside 


LYNN, Mass.—George Jones has se- 
cured additional patents' on a method 
of inserting rubber cushions into heel 
seats and Scomtrts of shoes, and has 
assigned his patents to Shoe Products, 
Inc., of Lynn. Among those who are 
testing the new rubber cushions inside 
shoes are some of the traffic officers 
of Lynn, who have to stand on their 
feet on hard pavements most of the 
working day. 








Longmore in Charge of 
Sales for |. M. Herman 


Boston, Mass.— 
Raymond A. Long- 
more, for several 
years. assistant 
sales manager of 
the Joseph M. Her- 
man Shoe Co., has 
been given general 
charge of sales 
following the sud- 
den death of Har- 
ry R. Abbott. 

He is eminently 
qualified to fill this 
+ Ree important position 

with the Herman 
Shoe Co. through his many years’ 
study of the problems of the shoe in- 
dustry. Most of this time has been 
spent in contact with the trade, and he 
has a wide circle of acquaintances 
among the retail shoe merchants of the 
country who will be pleased to learn 
that his conscientious work has been 
rewarded. 

He will make his headquarters at 
Boston, as formerly, but anticipates 
_—- a great deal of time on the 
road. 


Golden Rule Holds 
Outing 


LYNN, MAss.—One of the biggest pic- 
nies in the history of Lynn was that 
of Daly’s Golden Rule shoemakers. It 
took place at Centennial grove the other 
day, and more than 2500 attended, 1500 
of them being Golden Rule shoemakers, 
and the others being members of their 
family or friends of the firm. Golden 
Rule Jim Daly was host. Congressman 
Connery made a speech. Harold Pfifer 
of the Wise stores of New York, and 
Mrs. Pfifer, enjoyed the event, and so 
did Jerome Schoen of the same organi- 
zation. Joseph Schoen telegraphed 
from New York regrets that business 
held him in the metropolis. Nathan 
and Joseph Schoen cabled from Rome 
their best wishes for a happy picnic. 


Liberty Shoe in New Plant 


LYNN, Mass.—Liberty Shoe Co. has 
moved from Union Street to the Len- 
nox factory at the corner of Broad and 
Market Streets, where it will increase 
its production to 1000 pairs of novelty 
McKays daily. Mr. and Mrs. David 
Askenazy carry on this enterprise, Mr. 
Askenazy designs patterns, buying 
leather and directing the cutting, while 
Mrs. Askenazy has general supervision 
of the factory. Both of them sell the 
product. 


Walk-Over Picnic 


INDIANAPOLIS, (UTPS)—On 
Wednesday afternoon, July 18, em- 
ployes of the Walk-Over Shoe Shop and 
families were entertained with a picnic 
and outing at Broad Ripple Park. The 
outing was held under the auspices of 
the Walk-Over Booster Club, an or- 
ganization of employes of the store. 


IND. 





Merger Efforts Abandoned 


MILWAUKEE, WIs.—Efforts to com- 
bine a number of Milwaukee shoe fac- 
tories have been abandoned, following 
several weeks of conferences between 
principals of a half dozen organizations 
making well known lines of men’s, 
women’s and children’s shoes. An- 
nouncement was made on Tuesday of 
this week that negotiations are defi- 
nitely dropped. 


Brown Shoe Shows Gain 


St. Louis, Mo. — The Brown Shoe 
Company has passed the $2,000,000 
mark in gains over its volume of 1927. 
Figures for the month of July were not 
available but T. F. James, vice-presi 
dent in charge of sales, predicts that 
a gain will be shown for this month. 


Add New Salesmen 


NASHVILLE, TENN. (UTPS)—Living 
up to its reputation for good service, 
the Ellis Shoe Company, 305 Third 
Avenue, N., has added two new sales- 
men to its force, John T.. Courley and 
J. C. Freund. Mr. Courley was for 
many years connected with the Fa- 
mous Shoe Company and has served the 
trade at various stations for the past 
ten years, while Mr. Freund was for- 
merly employed at the Ellis Shoe Com- 
pany. 


Shoe Mart Holds Party 


St. Louis, Mo.—The Shoe Mart pro- 
gressive club holds its annual summer 
party Tuesday evening, Aug. 28 at the 
Kirkwood Country Club. L. A. Jolly 
was chairman of the entertainment 
committee. 


Leader Dep’t to Move 


St. Louis, Mo.—The Grander Leader 
Shoe Department moved from the first 
floor to their new location on the sec- 
ond, Thursday, July 19. One hundred 
thousand dollars has been spent in the 
new section which is almost double the 
space of the first floor layout. Spe- 
cial chairs, and fixtures were designed 
for the department under the direction 
of A. J. Pauly, manager of the shoe 
department. It is expected to have the 
entire department completed by the first 
week in August. 


Another Senac Expansion 


St. Louis, Mo. — The Senac Shoe 
Company has just added another shoe 
department to its organization which 
now numbers 18. The new department 
is in the Bon Marche Store at Canton, 
Ohio. L. S. Trowbridge, formerly man- 
ager of Koplin’s shoe department in 
Akron, Ohio, will manage the new 
Canton store. Four dollar, $6.50 and 
$8.50 shoes will be stocked in ‘he 
Canton store. June was the largest 
month, with the exception of one, in the 
history of the business. 
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RETAILERS 


TELL US ..: THAT WHAT THEY 
LIKE ABOUT OUR HEELIS ITS 


FINE ADDEARANCE 
It Helps Them Sell Shoes / 


a ty Br 


UeaiTED CUSHION FEELS 


ope FIRM QUIET TREAD 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U. 
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POSITIONS WANTED 
LINES WANTED 


ALL OTHERS 
ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 





Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 
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SALESMEN WANTED 

















SALESMEN WANTED 


SALESMEN WANTED 











ws 





with semi-monthly settlement. 


GOOD TERRITORIES OPEN 


A manufacturing house producing a striking well styled line and 
well known of stitchdowns and popular priced welts for children 
and carrying them in stock—and that means really ready for ship- 
ment—can place the line with a few good men—commission basis 


Address stating qualifications and 
territory covered—Address D-632 care Boot & Shoe Recorder, 
214 South 12th St., Philadelphia, Pa. 








Iowa, Nebraska, Minnesota, 


Every style carried in stock in widths. 
Liberal commission arrangement. 





SALESMEN 


Kentucky, Tennessee, Alabama and Oklahoma. 
tories open for experienced salesmen with established trade. 
tion specializing in women’s McKay and Welt novelties to retail from $4.00 to $6.00. 
Excellent opportunity for producers. 


Address D-629, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 


Terri- 
Progressive Western institu- 








TO SALESMEN SELLING MILWAUKEE- 
MADE CHILDREN’S SHOES: 


We have several good territories open to men who can produce. 


HELMHOLZ SHCE MANUFACTURING 


COMPANY 


Box 16, Milwaukee, Wisconsin 





ARE OPPORTUNITY—We are changing 

representatives in the following states in 
which we have established trade: Ohio, Ar- 
kansas, Indiana, Tennessee, New York _ State. 
Want men to carry our line of In-Stock leather 
house slippers as side line. Must live on 
territory and cover same close by auto. Give 
full particulars in first letter. No drawing 
account. Weekly settlements against orders 
received. Twenty men now successfully sell- 


ing line. Easiest selling commodity in shoe 
game today. Maid-Rite Corp. (Manufacturers) 
35 York St., Brooklyn, New York. 





WE have three more lines to be carried as 
a sideline with a shoe salesman. Our line 
represents a large number of designs of rhine- 
stone shoe buckles and a complete line of spats. 
Applicants must submit references with their 
first letter. Address D-589, care Boot and 
aed Recorder, 189 W. Madison St., Chicago, 








Middle West, Mountain 

States, California—open. Short, pretty, 
side ‘ne Turn First Steps all in stock. 7%. 
References first letter. Schuylkill Shoe Com- 
pany, Orwigsburg, Pa. 


ALESMEN for complete “In-Stock” lines of 
Shoes, Felts and Rubbers or side-line of 
Men’s and Boys’ Shoes for Western Pennsyl- 
vania, Virginia and Carolinas. Must use auto. 
State experience and references. A. Meltzer, 
24 North 3rd St., Philadelphia, Pa. 


TEXAS. Oklahoma, 








New York State representative with 
established trade wanted to handle 
unusual line of Women’s Arch Sup- 
port Welts made on genuine com- 
bination lasts and carried in stock 
in many styles in A to EEE widths. 
Address D-626, care Boot and Shoe 
—e 80 Federal St., Boston, 
ass. 











ALESMAN with established trade for New 
Jersey and Long Island. Stock proposition. 
Full. line of Girls’, Boys’, en’s, Dress and 
Work Shoes. May be carried exclusively or 
as side line. Straight commission basis—5%. 
Submit references in first letter, or call. Dr. 
Lampert Shoe Co., 97-101 Reade St., New York 
Cus, NN. FT. 
REPRESENTATIVES in St. Louis and Mil- 
waukee calling upon shoe manufacturers to 
carry line of metal shoe buckles and ornaments 
on commission. Give references and full in- 
formation in first letter. FE. E. Weller Co., 
33 Eddy St., Providence, 


ALESMEN wanted for fast selling line of 

infants’ and children’s Turns and Welt 
shoes. Main or Side line. State references and 
territory covered in first letter. Address D-618, 
care Boot and Shoe Recorder,- 239 West 39th 
St., New York, N. Y. 











WANTED 
Experienced salesman to handle 
a commission basis, a line of Wome 
Welt Arch Supports comprising fi 
styles carried in stock. 

Territory open—Detroit and vicini 


THE TILL SHOE COMPANY 
Owego, New York 
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Live Salesmen Wanted 


to sell the fastest selling Won 
Novelty Line from $2.85 to $3.35 
Indiana, East Texas, Illinois 
Nebraska. Straight Liberal Commissi 


Apply at once. 


FASHION SHOE CO., 1327 Was 
ington Ave., St. Louis, Mo. 
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Our fall line is ready 
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PPLICATIONS will be consider: 

salesmen with established trade for t! 
of Indiana, Illinois, and Alabama, for 
selling line of women’s novelty sli 
Stock,” to retail at $4, $5, and $6, on 
commission basis. 
trade need apply. Wm. Marks Shoe (| 
Washington Ave., St. Louis, Mo. 
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York 
Record: 
LINE WANTED ee 
SH 
; bud 
THE services of a well known salesn with sol¢ 
* years of successful selling to the best trade per 
in Texas and adjoining states, will be ailable cha 
Sept. Ist. Manufacturers of women’s popular dep 
priced novelties, desiring a high grade repre Ney 
sentative in this territory, would do well to par 
answer this ad. Address D-616, care [}oot and car 
Shoe Recorder, 80 Federal St., Boston, Mass. Fed 
Geop line of work shoes wanted to carry in 
West Virginia. Address D-617, « Boot OU) 
and Shoe Recorder, 80 Federal St., Boston, Ave 
Mass. . Men's 
change 
Records 
WOMEN’S LINE WANTED MAN 
Experienced salesman, covering department ret 
store, mail order, chain store and wi e salesma 
trade, is open for a line of women's 8 firm 
to retail at $4 to $5. Has been cor i Best of 
with one firm for past fourteen years st and St} 
of references furnished. Mass 
Address D-620, care Boot and : 
Shoe Recorder, 80 Federal St. 
Boston, Mass. 
— 








ANTED—A Line of Ladies’ Nov 
for Texas territory, to carry as £ 
side-line. Excellent references. I 
TOEPPERWEIN, BOERNE, TEXA 





IDE LINE WANTED—Am open 
line to carry in connection wi! 
priced line of women’s novelty shoes 0 
west half of Texas. Give full pa: 
first letter. Address D-625, care Boot 
Recorder, 80 Federal St., Boston. M 
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LINE WANTED 


BUSINESS OPPORTUNITY 





ALESMAN traveling the State of Texas 

wishes line of Boudoir slippers and house 
shoes. Address L, S., 424 College Ave., Fort 
Worth, Texas. 


INE WANTED: Real Representative, hav- 

ing been resident California for past 28 
years, highly connected and having complete 
confidence of trade and able to furnish highest 
references is open for line of popular priced 
McKay Ladies’ Novelty Footwear for CALI- 
FORNIA, OREGON, WASHINGTON and 
UT AH—strictly commission basis. Line must 
be fast and right for volume buyers. Will only 
represent reputable factory but guarantee re- 
sults Address D-630, care Boot and~ Shoe 
Recorder, 80 Federal St., Boston, Mass. 








LINE wanted by salesman with fourteen years’ 
experience in New York City and Brooklyn. 
Line wanted must have good in-stock service 


and up-to-the minute styles. I am a young 
man, active and aggressive, and can get results. 
Address D-631, care Boot and Shoe Recorder, 


80 Federal St., Boston, Mass. 








POSITION WANTED 





ANTED: Position as buyer or stock mana- 

ger in wholesale boot and shoe house, or 
would accept position as buyer for chain store 
organization, or manager of manufacturer’s in- 
stock department. Have been with prominent 
wholesale houses. Now out of business. Can 
furnish A-1 references. Address D-633, care 
of Boot and Shoe Recorder, 80 Federal St., 
Joston, Mass. 





Position Wanted 


Management of Retail Store or 
Shoe Department. Age 38, mar- 
ried, now in Florida, conditions 
compel change. Have managed 
private and chain stores. Good 
style picker, can trim windows, 
prepare advertising, handle help 
and win trade. Have spent entire 
life in shoe business. Can qualify 
for any shoe position, will go any- 
where and report at once. If you 
need a trained, dependable, experi- 
enced shoeman of good habits, write 


D-623, Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 








location. 





73 








"WANTED TO PURCHASE 











Attention, Progressive Shoe Manufacturers: 
Do you want a real live wire shoe in 
your factory that will build a business 
second to none. Barefoot principle ap- 
plied to shoe-making, patented. The 
wonder shoe of the 20th century, made 
by a practical shoemaker for more than 
forty years. Address D-627, care 
Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 












Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 



























HELP WANTED 


OUNG man, Chiropodist or Podiatrist, to 
operate our Chiropody Department in Shoe 





Store. State age, nationality, salary, and de 
tailed experience. Anco Laboratory, Canton, 
Ohio. 









It would be worth your while to get . 
touch with us before you sell any 
your SURPLUS and DISCONTINUED 
LINES, as we have an extensive export 
and domestic outlet for almost anything 
in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 























FOR RENT 








Modern Daylight Shoe Factory 
For Sale 


Or will lease on favorable terms. Situ- 
ated at Salisbury, Mass., an excellent 
location to manufacture Turns. 

Now fully equipped with all machinery 
and ready for business. Low taxes and 
insurance rates. Plenty of skilled help 
awaiting opening. Always operated as 
an open shop. 

An unusual opportunity for young men 
with some Capital to develop a very 
profitable business. Address for terms 
and interview. 


WM. H. BUTLER 
27 Lakeview Avenue, 
Haverhill, Mass. 











HOE department to rent on commission basis 
in men’s clothing and furnishings store. 100% 
Arktex Clothes, North Adams, Mass. 








FOR SALE 














SALESMAN, responsible, hustler, thoroughly 
experienced, desires line for Greater New 
York Address D-619, care Boot and Shoe 
Recorder, 239 West 39th St., New York, N. Y. 





SHOE BUYER who works on a 
budget plan for getting more shoes 
sold right, is available now. Ex- 
perienced in women’s shoe mer- 
chandising and has operated big 
department successfully. Prefers 
New England or Middle West de- 
partment store opportunity. D-622, 
care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 











YOUNG man connected with leading Fifth 
Avenue establishment as Assistant Buyer of 
Men's and Boys’ Shoes desires to make a 
change Address D-621, care Boot & Shoe 
Recorder, 239 West 39th St., New York, Y. 





AN, 29 years of age, having twelve years’ 

retail selling, same firm, wants position as 
salesman or salesman’s helper reliable wholesale 
firm; coast territory. Prefer salary to start. 
Best of references. Address D-628. care Boot 
ond Shoe Recorder, 80 Federal St., Boston, 
Mass. 








_ BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal re juired or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 





Several Sample Trunks 
For Sale 
In Good Condition 
THE A. S. KREIDER CO. 


123 Duane Street, 
New York City, N. Y. 














HOE business for sale in Northwestern Penn- 

sylvania. Established twenty-five _ years. 
Stock $4000 to $5000. Rent $51.50. Popula- 
tion 2800. Owner had other business. Address 
1)-624, care Boot and Shoe Recorder, 80 Federal 
St., Boston, Mass. 





OR SALE—Extra clean shoe stock. Invoice 

around $4500. Fixtures and Machinery, $900. 
Other business reason for selling. M. E. Smith, 
Leon, Towa. 


FSTABL ISHED family shoe store. . Contr: ally 
located. Five living rooms. Heat supplied. 
Rent very reasonable. Price is right. Write 
Nj. Werbner, 192 S. Broad St., Trenton, 
_ De 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 

















MERCHANTS’ NEEDS 



















———— 






Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 










Made in all _ styles 
to suit any shelving 
conditions. 









Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 






































DISPLAY 
FIXTURES 


“MAKERS OF THE BEST CLTS 


RANKEL 


I FIXTURE CO.: 


OF EVERY 
DESCRIPTION 
Send for Catal 

B46 ee 


































493 | ‘SEVENTH AVE: NEW YORK 

























CSTABLISHED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 

























8 Ait 
FRANK C. MEYER Co .. 
(isek Cagions 9 xghig Seopa 
te3-27) LEXINGTON AVE. BRODKLYM. att 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPG 
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year 










IN 
STOCK 


36 Pair Cases 


















xe 12 Duncan Street 





You Can’t Go Wrong 


on a Greeley Boudoir. 
quality of these dependable 
house slippers never varies 


build a solid volume 
business. 
colors, 
or rubber heels. If 
your jobber can’t sup- 
ply—write us. 


A. W. GREELEY 


Haverhill, Mass. Be 


The 


They 


VENTILATIONS 


ear. 
Y PATENTED 


In black or 
with leather 





1156 No. Ma 










tilated shoe, 


unexcelled. 


Make 


ing your order today. 


mediate action. 


BURKLEY SHOE CO. 


in Street 





APPROVED BY MEDICAL MEN 


As a sturdy sup- 
port for the ankles 
of growing children 
and as a fully ven- 


the 


Burkley Ventilated 
Foot Developer is 
Well 
known surgeons 
recommend its use. 


your stock 
of children’s shoes 
complete by send- 


Phone Brockton 2133 for im- 


Brockton, Mass. 























BUYING SERVICE 














Group Buying 


SEND FOR DETAILS 




























Complete Service and Catalog 
$1.00 Per Month or $10 Per Year 


Representatives Wanted 


102 Albany Bidg. Boston 




















MERCHANT NEEDS 



































OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 
is free. 







timore, Md.; Boston, Mass.; Buffalo, 
NY Chicago, IIL; ; Kansas City, Mo.; 
Les A les, Calif; New York, N.Y.; 
Philade phia,Pa.; St.Louis. .Mo.; Port-, 
Oregon; San Franctsco, Calif. 











3 Good Patterns of Fitting Stools 
14 Lines of Window Display Fixtures 


611 West 4th Street 



















One of the Two Best Lines Made 


CINCINNATI, O. 


“WINDOW 
DISPLAY Fi FIXTURES 


SEGALLE "SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 


THe Oscar ONKEN Co. 


K SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 
® 





















MERCHANT NEEDS 





} Artistic 


Tickets 


Always 
quest. 


, the color. 


Emil Rublack 
140-142 West Broadway 
Established 1903 





200044. 


Price and Sale 


something new. 





Samples mailed free on re- 
State if large or 
small ticket is wanted and 


New York 





















4 
4 











THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 

















The CAHILL CARTON 


THE CARTON THAT OPENS IN 


SHIPPED KNOCKED DOWN 
Write for Samples and Details 




























Use Recorder 





Service. There 
ways in which the Boot ans 
Shoe Recorder can serve you. Write 
us blems. 
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REPCO STRETCHERS 


Standard Equipment 
In Every Good Shoe Store 


% COMPLETE stock of Repco 
STRETCHERS is a distinct asset 
to every shoe store. To have 

3 = all sizes of stretchers is al- 
most as essential as a full run of sizes of 
a staple shoe. 

Many a new shoe needs a little easing 
out or breaking in to conform to the 
individual peculiarities of the buyer’s 
foot. The Repco STRETCHER saves the 
foot this inconvenience. The shoe mer- 
chant will find that the use of a Repco 
STRETCHER in a new shoe will give the 


Repco STRETCHERS are 
made in nine sizes, from 
No. 000 to No. 6. Corn 
and bunion plates are sup- 
plied with every stretcher 


customer more initial satisfaction and 
promote quicker and easier sales. 
Repco SrrEeTCHERS are carefully made 
of the finest of materials that can be put 
into this type of accessory. The wood is 
fully seasoned rock maple and the blocks 
are connected by a strong steel hinge. 
The action of the stretcher is easy and 
dependable, made possible by the simple 
mechanism of a toggle joint and slow 
action thread screw. Arrows that get 
out of place or springs that weaken with 
use are absent in the Repco STRETCHER. 


Look over your stock of stretchers today. Let your nearest 
Finpincs DEALER supply the sizes you need 


United Shoe Machinery Corporation, Boston 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anv SHoE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue 


How MucH MONEY FOR SHOES IN 





I SE 6S See cencewsvesers Payroll Wealth Is Increasing... 21 
Pur? THE WALL TO WORK.......-.0% Inexpensive Interior Display... 23 
Too Far AFIELD? WHo KNnows?.. By Clarence Bosworth.......... 24 


Expanding the Trade Area. 
THE VOICE OF THE RECORDER....... Opinions of the Editor.......... 26 
BEAUTIFUL ADS FOR THE SMALL STORE What You Can Do With Type... 28 


SIMPLICITY THE MODERN KEYNOTE.. More Window Trimming Dope.. 30 


A DOUBLED VOLUME IN Kin’s SHoes. It Paid to Grade Up............ 31 
OTHER PEOPLE’S IDEAS ............ Swiped by Our Field Editor..... 32 
WHICH? NAKED SHOES OR CARTON 
he ccicmconcas oes kon ewan’ Copying the Candy Trade....... 34 
WHo’s WHO ON THE ROAD......... By Helen M. Haney ......:...-.. 55 
News of the Travelers. 
SHOE MERCHANT NEWS ........... Mbene BOOMMOS 2. cvicccusscsese 59 


SHOE MARKET NEWS .............. Among Manufacturers ......... 66 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING CO. 
80 FEDERAL STREET, BOSTON, MAss. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Vice-President 








Treasurer 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 


ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 
Huex M. Bowman P. M. FAHRENDORF 


& % ON, CHARLES H. FURBER R. L. SEWARD 


Owmn A. THOMAS 








SUBSORIPTION RATES 


The subscription price of the Boor anp SHow Recorper is $3.00 for one year, which includes 
in the United States. its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSORIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copes 25 cents. 





for ane of address must reach us at least thirty days before the date of issue 

uth which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 

through a > to send advance notice. With your new address be sure also to send us 
the old one, inclosing if possible your Caarese label from a@ recent copy. 


request 





Entered as second-class matter Sept. 19, > +: Aaa at New York, N. Y., under the act of 
Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


ee HERE they go”’—‘“here they 

come’”’—the merchant needs to 
be double-faced in August, for he 
must speed the parting shoes and 
welcome the new. 

In men’s shoes he has a greater 
opportunity for profit this year than 
ever before. On the one hand—men 
are bargain-price-conscious. Some- 
one has said, “Man today is the only 
member of the family who knows 
values.” At any rate, there is a 
profit in the men’s department possi- 
ble in August. On the other hand, 
the first look is toward a happier 
men’s shoe section. We give the en- 
tire picture of a new deal in men’s 
shoes for Fall and Winter. 

We also give the first national pic- 
ture of what the Men’s Shoe Cam- 
paign hopes to accomplish. Where 
the National fund spends one dollar, 
the cooperation of merchants multi- 
plies that sum tenfold, if everyone 
is in accord with the movement to 
boost men’s shoes. This issue is the 
clarion cry to a Fall campaign. 











UGUST is the time of the 

year for loading a word or a 
phrase with a significance which 
kindles trains of profitable thought 
in the mind of the reader. Where 
can you find ideas and thoughts 
provocative of thinking? We try to 
stimulate “correct economic think- 
ing,” but men must reason out for 
themselves what effect each new de- 
velopment of business has upon their 
own occupations. The shoe mer- 
chant expects the final acceleration 
of his industrial thought to come out 
of the BOOT AND SHOE RECORDER, for 
it is directly in gear with his mind. 
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THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


OF — 

Re those finer creations in fushicmadibe foot- a 
wear where style and beauty that ENDURE ! q 
are first considerations =< 

4 It’s the Beauty of the toe that sells the shoe ia | W 

ae 


sr % 


BECKWITH MANUFACTURING CO. 


Largest Manufacturers of Box Goes in the World 
STATLER BUILDING - BOSTON 
Chicago, G. W. KIBBY & CO (@incmnan, GEQ. A. SPRINGMEIER St. Lows, WRIGHT-GUHMAN CO 
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YOUR HTH 
CUSTOMER— 


When she visits the hosiery department, are you completely 
equipped to meet her many and varied preferences? 

The complete Gordon Unit is arranged to fit her every 
need, both in style and purse. 

She may select the famous Gordon V-Line—that em- 
bodiment in hosiery of what an artist sees in a beautiful 
ankle. V-Line retails at $2.50. 

Then you can show her the trim Gordon Narrow Heel, 
“much narrower, world’s smarter”, selling to the consumer 
at $2.00. 

And for sports costumes, suggest Gordon Shadow 
Clocks and Top Clocks. 

If she’s accustomed to spend $1.50 for hosiery, there 
are No. 420, a sheer-service four-inch lisle top stocking 
with the Narrow Heel, and No. 315, an all-silk chiffon 
with regulation heel. 

The Gordon Unit helps you serve her. And satisfied 
customers mean satisfactory profits. 

The complete Gordon Unit builds prestige and sales for 
your hosiery department. 


NEW YORK =: BOSTON 


Hosiery and Shoe Store Accessories 


| BROWN DURRELL CO. 

















the silk 
IR!IfOINT /) Tre UR 


heel —_- hosiery 


A&ARAIN ASA 











REIOINT so coriectly describes the graceful lines of the IRE 7 UR, pointed heel 


Our new 60 style will be featured as a TREZUR TRIPOINT Number 


Style Go-—TREZUR Women's full-fashioned fine gauge 
chiffon silk hose with Picot Edge and TRIPOINT heel. 
Made in the season's smartest shades, sizes 8 to 101%; 
M4 Gowen bones, per Gowen... . 2. cee sceee $15.00 


OTHER TREZUR STYLES 


Style Per Do 
90 Forty-eight gauge, three-thread 

chiffon with Picor Ed Edge $24.00 
100 Extra fine paver three-thread In- 

grain chiffon, pure silk, -ultra 

sheer—extra length with Picot 

Edge . 33.00 


All Pure Silk 


Pointed Heel Hosiery 
FULL FASHIONED 
stevie Pure Silk with fine lisle sole Per Doz 
50 Chiffon weight, pure silk totip. $12.25 
Four inch welt of fine lisle 


55 Medium weight, very durable. 12.25 
$55 OS SPECIAL CUT eEE, medium Pointed heel with Double-diamond feature 
weight ‘ 15.00 1000 = Chiffon Silk Novelry Hose 18.50 
65 Extra heavy sesvice weight 15.00 All the above styles are packed in one-quarter 


dozen boxes 
Sizes 8 to 10%2, in all the seasonable color 


All Pure Silk 


60 Fine gauge chiffon with Picor POPULAR SHADES OF 


Edge 15.00 .. ° 
70 New improved 45- gauge chiffon TREZUR Silk Hosiery 
weight 15.00 Alesan Evenglow Misty Morn 
75 Forty-five gauge service weight 15.50 Atmosphere Flesh y Nude 
An exceptionally popular styl Beige eng Nude Petal Rose 
Black — Plaza Grey 
All Pure Silk Blue Fox a " Seasan 
With Picot Edge Champagne Seiaaitientiidee Shell Grey 
80 Extra fine gauge chiffon, extra Dove Grey Sandy Beige White 
length with Picot Edge 18.00 Dust Merida White Jade 


PP >>>>>>>>>>>>>>>>>>>>>> 


COMBINE HOSIERY CORPORATION 


1107 SOW AY - New iene N. ¥. 


B under the Lai 
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Licensed to man ender g 
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RIPPLE of excitement is 

running through the ho- 
siery trade because the stocking- 
less fad, which first appeared in 
l Europe a few years ago and gained 
some vogue on the Pacific Coast 
last year, has been adopted by 
some women in New York, Chi- 
cago and other large cities this 
summer. The fad is not likely to 
go far for the simple reason that 
most women’s legs appear less at- 
tractive in the nude than they do 
with stockings. There is nothing 
‘ in the move to alarm the hosiery 
trade. 


s ae if 


* * * 


) UDGING by the number of ho- 
siery manufacturers who have 
put a bright navy blue number in 
their fall line, expectations that 
blue hosiery will be worn with 
blue costumes and shoes are run- 
ning high. Blue will have a bet- 
ter run this fall than ever before. 
A blue with a slightly gun-metal 
cast looks to be about the best 
bet. 
* * r 
| ISS MERLE HIGLEY, styl- 
ist for the Gordon hosiery 
people, in her latest bulletin, 
stresses the importance of har- 
monizing hosiery not only with 
the costume and shoes, but with 
the complexion of the wearer. 
Certain shades are advised for the 





LL 









Hosiery and Shoe Store Accessories 


— About 





WOMEN’S 
Ffosiery 


blond and others of a more ruddy 
and darker tone for brunettes for 
wear with identical costume col- 
ors. The woman who is deeply 
sunburned, as are a lot of women 
these days, are classified as brun- 
ettes. Here is an important point 
for the saleswoman to watch, and 
one on which a real selling argu- 
ment may be based. 
* * * 


ROBABLY the most expen- 

sive stockings in the world, 
valued at $2,000 a pair, are being 
displayed in a jewel case in the 
office of the McCallum Hosiery 
Company. They are extremely fine 
gage, white silk with clocks made 
of a series of platinum settings 
containing diamonds. There are 
218 stones in the clocks. The set- 
tings are so made that they can 
be sewed to the stocking, thus per- 
mitting them to be changed. Each 
setting is outlined in black hand 
embroidery. 

* * * 


ANCY heels and meshes con- 

tinue in the limelight. In New 
York neither one has attained any 
great vogue in proportion to the 
number of stockings sold. The 
South and Middle West and to a 
less extent, the Pacific Coast, are 
the best selling grounds for these 
novelties. 































The Nine New Fall Hosiery Shades lend 
themselves beautifully to the Classical 
Shadows of the Fleur-de-Lys Heel 


BRONZE CLAIR 
TEA TIME 

LIGHT GUN METAL 
WROUCHT IRON 
BOULEVARD 

ROSE MORN 
BEACH TAN 
CUBAN SAND 
REVEREE 

















OF THESE i <9 ve 


COLORS ARE FOR 











IMMEDIATE DELIVERY, | 








AS THE GREAT FLEUR-DE-LYS if 





GOES STEPPING FORWARD WITH AN Z\ 








EVER-INCREASING NUMBER OF WOMEN | _/ 





USERS FALLING IN THE FLEUR-DE-LYS LINE 


THE FLEUR-DE-LYS FASHION IN HOSIERY WILL GROW 
BECAUSE OF ITS SPLENDID REFINING INFLUENCE 


KRUEGER-TOBIN CO:, Inc. 
2 Park Avenue New York 


“Style Originators and Sports Hose Creators” Ik Tc | 
286. U. Gwar. ore. | 


‘286. U. 6. Pat. ore, 











Boot and Shoe Recorder, August 4, 198 








“6 






















, 






“PAULINE” 


Birmingham, 
Alabama, 
August 4, 1928. 


HELLO, JANE: 


HOPE _ these 
I letters are not 

boring, but I 
never get tired of 
talking about how 
to sell more mer- 
_ chandise in a big- 
ger, better way. Of 
course, Jane, the 
first thing to con- 
sider is the ap- 
proach. 


“£f 


From 


I wrote you something 









One Hosiery Girl 


to 


Another 


In this, the fourth of a 
series of letters written 
by “Pauline,” Miss Spicer, 
manager of the hosiery de- 
partment at the Hirsch 
Millinery Co., Birming- 
ham, Ala., telis her friend 
“Jane,” a beginner in the 
business in another city, 
some of the fine points of 
selling. In the next and 
last letter, Pauline will dis- 
cuss the handling of com- 
plaints and returns.—THE 
EDITOR 


been mentioned in 
books and_sales- 
manship magazines 
as a fitting ap- 


proach. However, 
any expression 
used to excess be- 
comes a_ habit; 


naturally, you say 
it in a sing-song 
way, which will 
not make an im- 
pression on a cus- 
tomer. 

After you have 
been selling for 


some time, you will see that “Good 











about it before, didn’t I? Asa rule 
a customer can tell the kind of hu- 
mor you are in by the way you 
make your approach (remember 
the customer a day). This may 
be your very one, so keep a cool 
head this hot weather. No doubt 
you have been disgusted with a 
salesgirl while waiting on you. 
She has been too interested in con- 
versation with other members of 
the department, chewing gum, or 
just downright cross with the 
world, herself and everything in 
it. 

Now what should we say, first, to 
a customer? The one expression, 
“May I wait on you, please,” has 
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Morning,” “How are you today,” 
“You haven’t been in for some 
time,” or “Did you enjoy your 
trip?” are most fitting, especially 
if you have waited on the customer 
before. By using these expressions, 
your customer knows you are in- 
terested in her. There are a mil- 
lion ways to get around to a sale in 
a pleasant way. It takes grit, 
smiles and personality. 

As to a customer—that’s quite 
different. You will find that study- 
ing different types and personalities 
of customers will go a long way to 
help you in your business. I have 
discovered the silent type, whose 
minds you have to read, then make 








Style 100 


CHARMING INNOVA- 
TION. Light weight seam 
. . every thread pure silk 
. . narrow hem .. . six popular 
colors. Orders are coming in 
rapidly. Let the wand of Fairy 
Mesh open the door of profits to 
you! 
The Everwear Hosiery 
Company 


Milwaukee, Wisconsin 





Hosiery 
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up for them. You will find this 
type of customer requires more at- 
tention than the average, for you 
have to watch her every movement. 
By being observing you will soon 
see the hose, shade and weight she 
likes best. Be firm, use few words, 
and, to your surprise, this will be 
one of your quickest and best sales. 
Not only that, but a lasting cus- 
tomer for your department. This 
type customer will buy from you, 
even if you haven’t the exact thing 
she came after. She will place con- 
fidence in you and trust your judg- 
ment as to her needs. 

The talkative type for whom you 
can’t answer questions fast enough, 
as a rule, knows more about your 
stock than you do. You have to 
work fast with this type of cus- 
tomer, as she is much harder to 
please and, as a rule, of a nervous 
disposition. I think it best to show 
persons of this type only the things 
asked for. 

I don’t know what you will think 
of my scheme, but I have divided 
my customers into three different 
classes: first, those who wear 
nothing but the best; second, those 
who wear from the $1.95 quality 
up, and, third, those who wear from 
the $1 to the $1.95 quality. If I 
am unable to determine to which 
class my customer belongs, I show 
the medium price goods first, then 
I can work either way. I find it 
best to ask size, weight and an idea 
as to shade before showing too 
much stock. This saves 
time and keeps the cus- 
tomer from getting 
confused by having too 
much before her. 
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Now, Jane, just a word about this 
matching business. In matching 
dress samples (which you will of- 
ten do), put your hand in one stock- 
ing and the dress sample over your 
arm, then show Mrs. So-and-so how 
it will look in daylight. The same 
is true in matching shoes. Put the 
hand in one stocking, place in shoe, 
then put the shoe on the second 
stocking on the counter. This 
makes a real human display. Try 
it and see if you don’t think so. 

Another thing, Jane, when a cus- 
tomer asks for “hoe” instead of 
“hose,” don’t say “hose” right after 
her, even though it does grind on 
your nerves. The same is true with 
color and shade. Always use your 
customer’s expression, for to agree 
with our customers is our aim, 
isn’t it? 

In selling, you will find that wo- 
men, nowadays, can demand more 
service than ever before. When you 
think about it, they are the ones 
who pay for our time and knowl- 
edge of hosiery. Of course, we 
must study our customers in such 
a way that they, in turn, don’t take 
up our time with useless conversa- 
tion. 

To make a woman know you are 
interested in her is quite easy if 
you remember her size, the weight 
hose she wears, her name, or some- 
thing personal. 

Explain to your customers the 
advantage of buying two pairs of 
the same shade at a time. Tell 

them that while it may 
seem a little more ex- 
pensive at the time, in 
the long run they have 
saved the price of one 
[TURN TO PAGE 97, PLEASE] 
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mills at: 





Reg. US Pat. Office 


“Pointex” 


O60. 8 PAT -0F8, 


Onyx Pointex 
HAS ALWAYS BEEN FIRST! 


First in consumer demand because it is 
the original and best-known pointed heel 


stocking— 


And We Are Going 
to Keep It First! 


If you have never carried Onyx Pointex silk 
stockings, come in and let us tell you how profit- 
ably it can be added to your department. 

If you are already an Onyx merchant, you will 
want to hear of our new plans for increasing 
your Onyx Pointex business. 


Gotham Silk Hosiery Co., Inc. 


Manufacturers 
Owner of Pointed Heel Patent No. 1,111,658 


389 FIFTH AVENUE, NEW YORK 
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Philadelphia, Dover, Passaic, Wharton and New York 
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New Move fr Quality 
ldentification 


Undertaken by Hosiery Distributors Institute 


HEN the tail wags the dog, 

it is time to do something 

to the tail or the dog. 
About 10 per cent of the hosiery 
production of this country con- 
sists of seconds, or sub-quality 
merchandise. Yet the 90 per cent 
first quality hosiery suffers im- 
measurably from this 10 per cent. 
Forcing the marking of seconds 
or sub-standards as such would 
solve the problem, but it looks as 
if this could not be done except 
by Federal legislation—and while 
this probably will eventuate some 
time in the future, it is still re- 
mote. The fact that all mills do 
not plainly mark their seconds is 
attested by the fact that some re- 
tailers will pay from 50 cents to 
$1 a dozen more for unidentified 
seconds than they will for seconds 
that are plainly marked. Who is 
to blame for this? Both retailers 
and manufacturers. One hosiery 
producer recently asserted that to 
mark his seconds plainly would in- 
cur a loss of revenue of around 
$200,000 a year. Where can he 
make this up? 

There are a number of move- 
ments.afoot to solve this problem. 
The Better Business Bureaus of 
the country are conducting a drive 
to have all hosiery manufacturers 
plainly mark their seconds. The 
voluntary part is the chief draw- 
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back, but it must be said to the 
credit of the trade that the ma- 
jority of manufacturers are will- 
ing to mark their seconds plainly. 
However, there is enough uniden- 
tified second quality merchandise 
getting into the market to make 
the problem a serious one. 

A new approach to the problem 
has been taken by the recently or- 
ganized Hosiery Distributors In- 
stitute, formed by several of the 
leading producers to attempt to 
solve the many problems of hosiery 
distribution. The institute has at- 
tacked the problem of sub-stand- 
ard merchandise and, finding the 
idea of forcing the marking of 
such goods impractical at present, 
gone at the question from another 
angle. Plans have been made for 
the establishment of a hall-mark 
to identify merchandise of first 
quality. Thus, the thought is, that 
the retailer who handles first 
quality merchandise, and is suf- 
fering from competition of sec- 
onds not identified, will have a 
talking and advertising point with 
which to combat this competition. 
A device or hall-mark has been 
selected and conditions under 
which licenses will be granted to 
manufacturers to use the hall- 
mark and to retailers to advertise 
it are now being considered. In 
general, the hall-mark will carry 








All Signs Point to 
Greater Mojud Mesh Sales! 


Fashion has dictated mesh hosiery for 
fall; for discriminating buyers, this 
means Mojud Phantasy Mesh Hosiery. 
Those who have tried these better 
stockings know that quality means 
quantity, and that durability means sal- 
ability. Watch the bigger and better 
Mojud sales this fall! 
In Stock in 15 Shades 


$30 per dozen 


Samples specially packed, one pair to a box 
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ESH HOSE Re 
MOCK, e~JUDSON Inc 


212 FIFTH AVENUE NEW YOPK NY. 


MILLS GREENSBORO NC. PHILADELPHIA PBA, LONG ISLAND CITYNY. 
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with it the assurance that it is 
first-quality hose produced by the 
manufacturer using it. Hosiery 
on which the hall-mark appears 
probably will be on the market 
next month. It is the intention of 
the Institute to conduct a national 
advertising campaign in both trade 
and consumer papers later on. 
The officers of the Institute are: 
President, Reinhard MHuetting, 
president, Paterson Mutual Ho- 
siery Mills; vice-president, Paul 
C. Baker, manager, Retail Stores, 
Gotham Silk Hosiery Company; 
vice-president, Oliver P. Bradley, 
assistant treasurer, McCallum Ho- 
siery Company; secretary, James 
B. Melick, vice-president, Hole- 
proof Hosiery Company; treas- 
urer, Maurice L. Cohn, president, 
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Society Maid Hosiery Company, 
and managing director, Harry A. 
Einstein, Credit Clearing House. 
These, with Ralph H. Baruth, 
manager, hosiery department, 
Julius Kayser & Company; Leon 
Worms, president, Lehigh Silk Ho- 
siery Mills, and H. T. Rollins, 
president, Rollins Hosiery Mills, 
constitute the board of directors. 

While only members of the In- 
stitute will be eligible for the hall- 
mark franchise, use of the hall- 
mark will not be compulsory 
among members. Financing of 
the advertising campaign will be 
through charges for supplying the 
actual transfers or whatever 
method the manufacturers may 
elect to place the hall-mark upon 
their products. 


Bogos 


From One Hosiery Girl to Another 


[CONTINUED FROM PAGE 93] 


pair, as something always happens 
to one stocking, then one good one 
has to be thrown away. In buying 
two pairs alike, they will go three 
times as far. 

You will be surprised at the 
number of people who need to be 
taught the art of laundering their 
hose properly. Tell them to use 
any mild soap, or 
flakes. Some peo- 
ple think they 
should rub their 
hose as they do 
heavy work 
clothes, whereas 
they should be 
rinsed out light- 
ly. Explain how 


threads are. Lukewarm’. water 
should be used—never hot. In 
laundering white hose, cold water 
is best. Apply soap to the feet and 
soiled spots only, as soap will turn 
the hose yellow. 

I haven’t forgotten what you 
asked about complaints and ex- 
changes, but this time I’ll just trust 
to luck that you 
haven’t had any 
trouble along 
that line yet. 
I’ll tell you how 
I manage mine 
next time. 

With all best 
wishes, your 
friend always, 

PAULINE. 





delicate the 
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No. 


No. 


School begins t 9 A. M., the second week in 
September, and the mothers of 22,000,000 boys and girls 
will be busy a few weeks in advance equipping them for the 
opening day. IRON CLAD STOCKINGS have served the 
school children of America for over a half century. Make 
IRON CLADS the front of your school sale of boys’ and 
girls’ stockings. 


23 


25 


16 


18 


95 


17 


103 


- 110 


These numbers for IMMEDIATE DELIVERY 


Misses’ fine ribbed, combed yarn, two thread foot. Colors:— 
Black, White, Cordovan, Sand, Champagne; sizes 5 to 1012 $2.00 


Misses’ fine ribbed combed yarn, drop stitch pattern, two 
thread foot. Colors:—Black, Sand, Palm Beach; sizes 5 
SE oog's aod, ea BE OE pe A Ee Pater 2.00 


Boys one and one rib, medium weight. Black only; sizes 
2. eee RN Ra NO pe oe oe eee np 2.10 


Boys’ one and one rib, medium weight. Black and Cor- 
dovan; sizes 5 to 114%2 ...... ee wean 2.50 


Misses’ fine ribbed mercerized, drop stitch pattern. Col- 
ors:—Black, tae Palm Beach, Leen sace Sand and emmuani 
EME a Sica cn Sint ee bt maenk oe Kw ee 2.75 


Boys’ and girls’ fine ribbed combed lisle, triple knee and 
double sole. Colors:—Black, Cordovan, Russian Tan, and 
ee SU OO RON bis cc ccs cacao sves “a 3.25 


Misses’ English rib to toe, rayon and mercerized. Colors:— 
Black, White, Palm Beach, evnecteenet and deteeand sizes 
a oh tk nesta yeah een te ate 4.00 


Misses’ fine ribbed pure silk and rayon. Colors:—Cham- 
pagne, Sand, am | Parchment, Sunset and Pearl Blush; 
sizes 6 to 91 yee 6.00 


Ask to hare sample box sent you for comparison by return mail. 


COOPER, WELLS & COMPANY 


250 Broad St. St. Joseph, Mich. 


Manufacturers of Full Fashioned and Seamless Hosiery at St. Joseph, Michigan, and 


ecatur, Alabama 


Manufacturers of Quality Hosiery for Fifty Years. 











Hosiery and Shoe Store Accessories 














FIRST WITH 





Today’s __- 
“set-back” 
buildings inspired 
this design! 
Novelty and value com- 


bined. Enthusiastically 
welcomed ! 
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All silk. Full fashioned. 
Fine gauge chiffon, sheer 
as mist. Has step toe 
guard and pert Twin 
Step Heel. 15 popular 
colors. 
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Style 40, $15.00 doz. 
Coing Big—Order Now! 


THE EVERWEAR 
HOSIERY 
COMPANY 
Milwaukee, 
Wisconsin 












Free 
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Harmonizing Hostery and Costume 


HE chart below has been 

compiled by Eugene Peirce, 

color expert for the Boot 
AND SHOE RECORDER, to show the 
correct harmony between costumes 
in the new Fall, 1928, colors, and 
hosiery. With this chart as a 
guide, the problem of color har- 
mony is easily solved. 

Mr. Peirce says: 

“Late novelty colors are bronzed 
gold, bronzed greens, bronzed 
beiges, bronzed browns, the latter 
applied to shoes and to accessory 
bags as well. 

“A bronze cast may be added to 
novelty hosiery in beiges, tans, pale 
golds for formal and for evening 


wear. Casts only, since bronzes 
are high style. 

“Deep red browns in fabrics call 
for a mocha cast or tints in ho- 
siery, or black. Colors in which 
black predominates call for black, 
gun metal, rifle or mocha colored 
hose, principally. 

“Dark and medium shades of 
raspberry reds in fabrics are new 
and not yet on the market. Should 
they develop before Spring, 1929, 
tints of raspberry would be in lim- 
ited demand or black hosiery and 
black shoes could be substituted. 
A few light navy hose will be asked 
for to wear with navy blue foot- 
wear, but sales will be limited.” 





























Basic Dress | eS Basic Dress | Gcibrs to Harmonise 
olors | or to Contrast Colors or to Contrast 
Honey Drip, Grain, Pale f Moon Beam, Off 
Browns Sand-Dune, Beige, Blue White, Cham- 
Beech-Nut. Green t pagne, Light Gold. 
Tans § Grain, Tansan, Tan Ses Light Gold, Flesh 
{ shades. | Yellow Champagne. inne 
. { Natural Beiges, Green : : 
Beiges 1 Bronze Beiges. - ~ ; f ay Moons, Golds, 
-| Platinum, Moon = — l Maize y os ate 
3] | Powder Beam, Honey 5 Pale = 
=| Blues to Beige, Gun Metal, o , Pale Shades __ in 
Navies Medium Gray, Zz | a pa — te 
” Sea San. Z Reds aes of Red, a 
Al Reds § Black, Rose Beige, i) —Shrimp, Plat- 
oy | ( Gun Metal. > inum Gray, Gold, 
O| Jungle Mocha, Gun Metal, om Flesh. 
&|Greens Java Brown, | Pale { Pale Golds, 
Black. ° Yellow ( Mauves, Moons. 
Moon Beam, Zinc, Pal Pale Moons, 
—_— Platinum, Medium Ge - Mauves, Plat- 
” Gray, Gun Metal, ray _ inums, Pink Tints. 
Rifle. Black f Flesh, Mauve, 
|Reddish § Black, Neutral, Evening Gold, Orchids, Gun 
| Purple ( Blue Fox, Mauve. Wear U Metal, Rifle, Black. 











Monotones, which are shades of each color chosen 
for day or evening, are good form, but in tints only 
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Novel hosiery examiner or 
display fixture being mar- 
keted by the R. & P. Ho- 
siery Examiner & Display 
Co. The leg form is flat, of 
plate glass, 
mounted on 
a marble or 
wood base 


The new 
pointed heel 
with two 
diamonds at 
the side, 
being mar- 
keted by the 
Combine 
Hosiery 
Corporation. 








Pure silk mesh, 
ribbed effect, 
with fancy top, 
picot edge. The 
heel is square 
and reinforced 
with mesh. From 
Krueger - Tobin 
Co. 


Right — Cela- 
nese and 
rayon half 
hose with cot- 
ton top heels 
and toes—new 
Fall patterns. 
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Right — “Stepping Stones 
to Slimness” is the name 
given this hose with the 
four graduated blocks on 
either side of the back 
seam, by the Society Maid 

Hosiery Co. 
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Meshes are ex- 
pected to carry 
through the win- 
ter. For outdoor 
wear here is one 
in two-tone 
twisted wool 
with an English 
foot. Courtesy, 
Krueger - Tobin 
Co. 
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Sf 
“De Luxe ’ Romilla— 

























Style 101 — De Luxe, 4 Style 90 — The Romilla 
thread, all silk chiffon hose, Pointed Heel. Medium 
fine gauge, silk plaited foot. weight, silk to welt, mer- q 
cerized foot and welt. 
Sty le 102 — De Luxe all vA 
silk chiffon picot edge, with Sty le 100 — The Romilla hs 
picot welt, 4 thread, fine Pointed Heel. All silk chif- . 
gauge, silk plaited foot. fon, silk plaited foot. Sl 
. m 
Style 103—De Luxe Dup- Note: Styles 90 and 100 t 
lex Silhouette Heel. All silk have a rose stripe at the , 8 
chiffon, 4 thread, with silk welt and rose looping at f by 
plaited footand pure silk heel. toe and heel. di 
er, 
ye 
sa: 
lee 
mé 
otk 
to 
nit 
p mu 
\e Logk yea 
\ oa - rar 
$26 
7 abo 
Nnouncing.. @):. 
eee stor 
aut! 
som 
MILLER HOSIERY tat 
on. 
NEW DE LUXE LINE bud. 
Mac 
startling demonstration of leadership is evident in the New De Luxe tuni 
Line of Miller Hosiery . . . Three members of preeminent class dis- stoc’ 
tinction ...In the smartest of new colors ... No. 103 introduces an with 
exclusive heel design of exceptional beauty, slenderizing the ankle 
. : menage He: ‘ em amu 
in graceful silhouette . . . Adding infinitely to the “eye appeal” is f 
the “CELOPHANE WRAP” .. . Each pair in the New De Luxe Line 0 My 
Ww 






are daintily wrapped in Celophane . .. color visible, protected 
from dust and handling ... Ready for Immediate Delivery. 







orc OrOorororag Ororororeo 








MILLER HOSIERY COMPANY, Inc. 
330 FIFTH AVENUE 
NEW YORK 
HOSURY COMPLETE STOCK ALSO CARRIED AT HOSTURY 


Chicago—North American Bldg. State & Monroe Sts. San Francisco—51 Fremont St 
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Wat Price Hose per V ear? 


NWITTINGLY, perhaps, the 
( / R. H. Macy & Co. hosiery ad- 

vertisement, reproduced here, 
has stirred up considerable discus- 
sion in the trade. The Macy ad, a 
model in text, layout and thought, 
stated that hosiery budgets made 
by some of their well 


recting this allusion, Macy’s took 
occasion to exploit their book de- 
partment, and particularly Dick- 
ens’ works. Let’s have more esti- 
mates on hosiery budgets. They 
will form the basis of new sales 
and advertising ideas. 











ers average $150 a 
year. “Too high,” 
say most of trade 
leaders. Estimates 
made by colleges and 
others who have tried 
to obtain some defi- 
nite data on how 
much women spend 
yearly on_ hosiery 
range from around 
$25 to $100, or from 
about 15 to 60 pairs 
a year. An average 
stocking budget of 
authority is still -~ 
something for the 
statisticians to work 
on. At any rate, the 


dressed custom- 


idea 





Yt that You Probably Spend 





$150 a Year on Stockings ? 


We interviewed some of the wel] deemed women of ove sew 
they seem to have to spend on stocking. Think of ic—theie 
budgets (made at our request) averaged $150.0 year! Obvi- 
ously ne dae te ened huxuries. 


budget gave 
Macy’s an_ oppor- 
tunity to exploit the 
stocking department 
with good result. An 
amusing consequence 
of the ad developed 
when readers 
“caught” a mistake 
in a literary allusion 
in the advertisement 
which wrongly attrib- 
uted the words 
“demmed total’ to 
Mr. Micawber _in- 
stead of to Mr. Man- 
talini. In an ad cur- 



























tee ae it has mever oc- 
cnltateediedn demmed rowl” (with apologies 
te Mr. Micawber). But whatever thar sotal, will quite 

. be less if you get all your stocking: here, For we 
buy direct from the mill, and oar prices sim always to be 
lowes. Furthermore, our stochings are emphatically as fine 
any similar types om the machen Come 0 Macy's and 


, MACY'S 


Sek STREET @ BROADWAY 


= 
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CRosaine Hosiery 









































STYLE 1515 “DOUBLE DIAMOND” 


The Modernistic 
Double Diamond 


No. 1515—A vivacious new heel 

design of a decidedly modernistic 

effect—slenderizing—and _ strik- 

ingly becoming. Fine gauge chif- 

fon in all popular colors. 
$18.50 


Manufactured hv Oscar Nebel Co., Inc. 
Hatboro, Pa. 


Ten Other Modernistic Heels 
in Our Line. Write for 
Samples and Prices. 


ROSENHAIN CO., Inc. 
220 Fifth Ave. New York 


osaine Hosiery 

















New! 
Plate Glass 


Hosiery 
Examiner 


and 
Display 
Form 
37 inches tall 








Exclusive fixture, patent pending, swivel 


mounted on Red, Green, Blue or Black 
and Gold marble with bronze base 
Shipped anywhere, guaranteed against 
breakage. 

$16.50 F.0.B. New York—Plain Base, 


Thinner glass $12.50 


R & P Hosiery Examiner 


and Display Co. 
79 Norfolk St., New York 
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Information 
Bureau 


Hosiery Buyers 


who wish to locate cer- 
tain brands or who have 
peculiar problems to solve 
are invited to write to us. 
We are glad to act as a 
clearing house for this 
kind of information. 


Address your letters to 
Hosiery Division 
Boot & Shoe Recorder 


239 W. 39th. St. 
New York 
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HIS new idea in hosiery features the Larkwood 
pointed heel and the famous Larkwood ‘Vamp- 
toe”; extra fine gauge super-sheer quality, with 
the Larkwood paisley ‘“‘Run-Lok” and beautiful paisley 
picot edge. Pure dipped dyed, by the Larkwood Pro- 
tecto Process, assuring three to four times more dura- 
bility. Exclusive sell'ng franchises granted. Immediate 
delivery in smartest Parisian colors. 24 hour delivery 
on fill-in orders and color exchange. Send for samples! 


A STYLE NO. 450. 


REALART SILK HOSIERY MILLS 
200 Fifth Avenue, New York 
JOHN C. LARKIN, Director of Sales 
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: Hosiery and Shoe Cabinets 


Build Multiple Sales 


These cabinets not alone prove quick sellers 
for gift purposes but both of them put the 
customer in a frame of mind to buy more 
than one pair of 
shoes or hose—and 
they give you good 
opportunity to make 


No. 68 is a shoe and hosiery 
cabinet for wall, or, floor. another sale and an 
Jpper drawer holds 12 pairs “ 
of hose. Three lower drawers Se ee extra profit. Many 
each nate 2, vate of case, — . retail shoe mer- 
Covere wit a choice o non 
three papers to harmonize charts have proved 
with boudoir color scheme. this out—Trvy it. 
l'rice — $36 per dozen. A ’ 
Good SE.08 eatatier! Send check ar money order 
for sample. 


Size 14x12x12 in. 


No. 41—Boudoir Cabinet designed 


to hold 12 pairs of hose, with No. THE ROYAL-PIONEER 


sliding drawers for handkerchiefs 


ments.” Colors, “green, pink and PAPER BOX MFG. CO. 
1147-53 North 4th Street 


blue. Price. $18 per dozen. 


Can also be furnished covered in a A 
reptile effect or leatherette. An Philadelphia 
le . 

a? New York Office, 225 Fifth Avenue 


Price $24.00 per doz. 
SKN ANNA MM NNN NNN MMMM MMM: 
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News 0° the MARKET 


The Vienna Trading Company, 
Inc., is a new firm at 127 West 
Twenty-fifth Street, New York, 
specializing in imported figures 
made of wax and papier maché 
for hosiery display, etc. The com- 
pany also handles grotesque fig- 
ures, dolls and plaques for win- 
dow and show room display. 


Lou Silverstein, president of the 
Premier Hosiery Company, Cin- 
cinnati, Ohio, announces the pur- 
chase of the modern seven-story 
buildings at 139 and 141 West 
Fourth Street, that city, in which 
his company is moving. 


Largman Gray Company, mak- 
ers of Blue Moon silk stockings, 
announce that in order to preserve 
their prompt shipping service to 
their already established trade on 
BLUE MOON, they have found it 
necessary to curtail taking on any 
more new accounts for immediate 
shipment. Their mill has been on 
a 24-hour-a-day production basis 
for many months, and they can 
only take on new business under 
the provision of initial orders be- 
ing shipped not earlier than 
Sept. 1. 

The Vanitas Company, 40 East 
Thirty-fourth Street, New York, is 


installing, under lease or fran- 
chise an electrical machine which 
repairs hosiery. The machine is 
speedy, repairing runs at the rate 
of ten stitches a second. Girls of 
ordinary intelligence soon learn to 
operate the machine. It is unsuit- 
able, of course, for stores that do 
not have more than 100 pairs of 
hose per day turned in for repair 
work. 


The Passaic, N. J., plants of the 
Gotham and Onyx companies, it is 
reported, are to be moved to one 


large plant at Dover, N. J., where 
new equipment is being installed. 


The Dexdale Hosiery Mills have 
opened an office in Toronto, Canada, 
with L. A. Austin as agent for the 
Dominion. 


Frank G. Barry, who resigned 
as head of the Corticelli hosiery 
department recently has engaged 
in business under his own name, 
with offices at 23 East Twenty-sixth 
Street, selling Belle Terre Hosiery, 
made in Reading, Pa. C. A. Hef- 
field is now in charge of the Corte- 
celli hosiery styling and production, 
with W. A. Devine as sales man- 
ager and W. E. Eaton, assistant. 


Boot and Shoe Recorder, August 4, '925 
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